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National Life Insurance Company 


MONTPELIER, VERMONT 
Offers 


A NET COST 


that has consistently improved during the past twenty years, as a result of seven distinct 
increases in its dividend scale, and a reduction in initial premiums, 


AN INVESTMENT COMPOSITION 


that has produced remarkable results, 


A FLEXIBILITY OF CONTRACT FORMS 
adaptable to every need, 
and 
LIBERAL TERRITORIAL OPPORTUNITIES FOR 


underwriters of character and ability. 


EDWARD D. FIELD, 2d Vice Pres. LORIMAN P. BRIGHAM, 
Supervising Underwriting Superintendent of Agencies. 
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Insurance Salesmen 


who are interested in 


Close and Timely Cooperation 


between 


Agent, Policy-Holders 
and Home Office 


and who are looking for those 


factors in an organization that 


make for 


Happiness and Success 
The 


Merchants Life Insurance Company 


offers 
Attractive General Agency 
Contracts 


Pennsylvania Indiana 


Ohio 





Desirable territory also 
available in West and Central West. 





Correspondence Solicited 


MERCHANTS !ILIFE 
INSURANCE COMPANY 


WILLIAM A. WATTS, President 
Des Moines, Iowa 
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PAYS TRIBUTE TO INSURANCE JOURNALS 
W. W. Ellis Finds Them Valuable in Talk Before Insurance 


Advertising 


2 ITTSBURGH, PA., October 28.—The sec- 
ond annual meeting of the Insurance Ad- 
vertising Conference, which closed at the 
William Penn Flotel here today, brought 
together exactly seventy-seven advertising 
managers and publicity department heads 
of insurance companies. An outstanding 
event of the Monday gathering was the 

award of the Holcombe advertising trophy to the Metropolitan 

Life Insurance Company. The full story of the meeting, as 

well as a detailed account of the novel circumstances under 

which the Holcombe prize was presented, will be found on 
another page of this issue of THE SPECTATOR. 

Throughout the entire sessions, the members of the Insur- 
ance Advertising Conference gave an exhibition of serious 
effort and devoted themselves so intensively to the business on 
hand that their mode of procedure may well serve as an example 
to other insurance conventions. I'rom 9:30 in the morning 
until nearly 6:00 o’clock in the evening, including the luncheon 
hour, the men stuck to their task of solving advertising prob- 
lems and learning how to get the maximum effect from all the 
material they prepare during the course of a year. Group dis- 
cussions occupied the time from after dinner until almost 10:00 
p. m., and there was scarcely a question of cost saving, copy 
production and specialty featuring that was not exhaustively 
dealt with. The members exchanged ideas of benefit to all and 
many an individual, at the end of the conference convention, 
discovered himself in possession of valuable facts which he 
could turn to good account in his every-day labors and which 
would save several times the cost of his attendance at the ses- 
sions no matter from what far-distant city he had journeyed. 
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Conference 


Two of the most interesting talks made prior to the close of 
the Monday afternoon session of the Insurance Advertising 
Conference were delivered by E. L. Sullivan, of the Home, and 
W. W. Ellis, publicity manager of the Commercial Union. 
The former spoke on the subject of house organs as insurance 
advertising media, while the latter dealt with the insurance 
press. Mr. Sullivan described the aim of a house organ as 
being the proper selling of the company to its agents and said 
that a choice of material was necessary in order to avoid useless 
matter and such articles as would fail to carry their messages. 
Mr. Ellis, in opening his discussion, paid a high tribute to the 
insurance journals of the nation when he said :. 

“They are a convenience, a vehicle for news and changes. 
We could not get along without them. These days are days of 
real constructive effort by the newspapers of insurance for the 
good of the business. The men in it today are striving in every 
way to offer a fair and constructive viewpoint on every prob- 
lem that arises.” [le separated his remarks into the question of 
circulation, the possibility of standardized page proportions so 
as to facilitate the work of the companies, and the advisability 
of dividing papers into the classifications of life, fire and 
casualty. Mr. Ellis stated that he believed in the multiple line 
insurance paper as an advertising medium and on this point 
said: 

“Tt seems to me that it can do no harm for a life insurance 
advertisement to reach fire insurance agents and vice versa. 
With the increased circulation offered by the combination, we 
have a much better chance of making our message valuable. I 
like the combined insurance paper, if it is not too bulky, and I 
believe that it is a better advertising medium than a smaller 
circulation divided into two or three separate classes.” 
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METROPOLITAN LIFE GETS HOLCOMBE TROPHY 


Health Advertisements Win Recognition from Insurance 
Advertising Conference 


By W. EuceNne RoescH 


Holcombe advertising trophy; a talk by E. A. Woods, 
Pittsburgh general agent for the Equitable Life Assur- 
ance Society of the United States; and many valuable explana- 
tions of insurance publicity methods, featured the opening ses- 
sions of the annual meeting of the Insurance Advertising Con- 
ference at the William Penn Hotel here today. It will be 
recalled that the Holcombe trophy, presented to the conference 
by J. M. Holcombe, chairman of the board of the Phoenix 
Mutual Life Insurance Company, was to be won by the 
member company which had produced the best advertising 
material during the year. By unanimous vote of the judges, 
the trophy was awarded to the Metropolitan Life Insurance 
Company for its series of advertisements on the subject of the 
national health. Honorable mention was accorded the Imperial 
Life Assurance Company, Toronto, for the excellence of its 
poster advertising and for the way in which this was displayed. 
The actual presentation of the Holcombe trophy brought 
forth one of the most novel features yet introduced at an in- 
surance convention. At the close of the luncheon which 
followed the morning gathering, President E. A. Collins, of the 
Insurance Advertising Conference, paid a graceful tribute to 
Mr. Holcombe, who, incidentally, could not attend the ses- 
sions, and was supported in this by Leon A. Soper, manager 
of sales promotion for the Phoenix Mutual, who outlined the 
conditions of the award and stated that twelve companies had 
sent in competitive exhibits and that this indicated the »ossibili- 
ties ultimately of making the contest nation-wide. President 
Collins again took the floor and introduced P. L. Thompson, 
president of the Association of National Advertisers and pub- 
licity manager of the Western Electric Company. Everyone 
looked around for Mr. Thompson, but, just as President Collins 
finished his remarks, a voice began to speak from a corner of 
the room. All eyes turned in that direction and saw an arrange- 
ment of magnifiers from which Mr. Thompson’s words pro- 
ceeded. The speaker himself was in New York city and, by 
means of a special direct and intensified telephone circuit, ad- 
dressed the gathering and presented the Holcombe trophy to the 
Metropolitan Life. Mr. Thompson stated that the winner had 
set so high a standard in the practice of publicity as to be well 
entitled to the award, and had not only produced a series of 
educational advertisements but had therein recognized the re- 
sponsibility a great life insurance company owes to its policy- 
holders and to the American public. It had exemplified the 
highest type of practical American idealism in business. 

The response to the presentation speech was briefly made by 
Luther B. Little, manager of publications for the Metropolitan, 
who said that he wished that Haley Fiske, president of his com- 
pany, and Vice-President Cox could be present, as to them be- 
longed the credit for carrying out the advertising progress that 
had led to winning the award. 


P  itcecmte a PENN., October 27.—The award of the 


C. S. S. Miter Outiines WorK OF CONFERENCE 

The business sessions of the Insurance Advertising Confer- 
ence began at about ten o’clock in the morning and an audience 
of more than seventy publicity managers and executives faced 
President E. A. Collins when he took the chair. Chauncey 
S. S. Miller, publicity manager of the North British and 
Mercantile, made the opening address on the scope and ob- 
jectives of the program which was to follow, and expressed the 
hope that the real desires of the agents as regards advertising 
would be brought out, especially as applied to what the agents 
expected from the companies along this line. A discussion 
regarding the media now used for insurance advertising oc- 
cupied the entire morning. C. A. Palmer, advertising manager 
of the Insurance Company of North America, told of the 
value of newspaper advertising and stated that if this is done 
consistently by the agents, especially in local centers, it will 
prove of practical benefit. Miss Florence Barrett, of the Con- 
necticut General, wanted to know whether such advertising paid 
regardless of the size of the city and she was told that, provided 
discretion was employed, the result would be favorable in any 
locality. 

E. L. Sullivan, advertising manager of the Home Insurance 
Company, asked whether any data were available on advertising 
co-operation between the companies and the agents or between 
general agents themselves. President Wilmer Moore, of the 
Southern States Life, replied to this and explained that in 
Atlanta the general agents had pooled their resources and ad- 
vertise jointly. The results of the campaign were not directly 
traceable, he said, but the indirect results were evident to all. 
H. N. Anderson, of Winnipeg, Canada, stated that simliar 
methods were being used in his city and that it had now become 
a national practice in the Dominion. 


MAGAZINE ADVERTISING 
The subject of advertising in magazines was ably handled by 
Luther B. Little, manager of publications for the Metropolitan 
Life, who gave what was perhaps the most concrete set of 
facts presented during the morning session. He stated that 
one-sixth of the population of this country was insured with 
his company and that the improved health of the public, which 
has been contributed to by the advertisements of the Metro- 
politan, was reflected in a lower loss ratio and a better recognt- 
tion of insurance service and what it meant. After the pub- 
lication of an advertisement on “Medicine and Milk,” he said 
the company received 12,000 requests for a pamphlet about 
milk, and, following the advertisement “Beware of Fat,” 50,000 
letters had come in asking for a booklet entitled “Overweight.” 
Seventy-six milk companies had asked for permission to re- 
produce this advertisement, and 376,000 posters were distrib- 
uted by them. The company’s agents receive portions of all 

(Continued on page 17) 
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FOREST FIRES 

Y the natural progress of the fire in- 

surance business there has been in evi- 
dence for some years a quite considerable 
demand for coverage on standing timber. 
Just how much of such insurance has 
been written the writer is unable to even 
guess, nevertheless there has been some 
and, as scientific methods of forestry 
come into wider use, undoubtedly more of 
such insurance will be written. Just at 
present, however, there is a heavy liability 
of very disastrous fires in very large 
tracts of timber. The methods used by 
the United States Forest Service in pro- 
tecting the National Forests are the best 
known of at the present time but are not al- 
ways agreed with by men outside the serv- 
ice who claim for themselves to be more 
or less expert on the subject. As against 
present methods, the one most widely con- 
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tended for is known as “Lightburning. 
It consists of burning over the forests in 
the spring of the year, when the Sap is 
up, in order to kill out the underbrush 
and other undesirable accumulations at a 
time when the big trees are least likely 
to he damaged, thus making it much more 
unlikely that a fire could be accidentally 
started at a time when it would sweep 
everything before it. A noteworthy serv- 
we has been performed by the editor of 
the Firemans Fund Record, house organ 
of the Firemans Fund Insurance Com- 
pany, in airing the pros and cons of this 
Proposition in his magazine. The For- 
éstry Service has, to its own satisfaction, 
Proved that lightburning is exceedingly 
dangerous, even under the most rigid 


control. Furthermore the necessary con- 
trol is an exceedingly expensive pro- 
cedure, prohibitively so. The develop- 
ment in forest protection must come along 
different lines, as it surely will. Mean- 
time the Firemans Fund agents have been 
properly informed upon a very important 
subject in which they either are at present 
vitally interested or likely to so become at 
any time. 





CLEAR word-picture of what the 

public may expect if government 
ownership of railroad properties ever goes 
into effect was drawn by Frederick H. 
cker, vice-president of the Metropolitan 
Life Insurance Company, in a_ recent 
speech before the Eastern Division of the 
United States Commerce. 
He said: 


Chamber of 


It is the confident judgment of responsible 
thinkers familiar with the problem that the only 
result of such a change in the United States, if 
it could be practically effected at all, would be, 
first, a perfectly stupendous national debt to be 
constantly augmented by billions of dollars an- 
nually for caiptal requirements for new equip- 
ment, additions and betterments and _ corre- 
sponding interest charge; second, poorer service 
fo rsame or higher transportation rates; third, 
a veritable army of public employees always 
knocking at the door of the public treasury for 
greater compensation and collectively perform- 
ing less service for the compensation actually 
paid; and, finally, among other things, a certain 
deficit, the amount of which no one would dare 
predict, but the source of the payment of which 
any child could predict, the pocket of every 
citizen. 

Such concise statements really require 
no comment; reiteration is sufficient. The 
entire insurance business is interested in 
the proposition either through its invest- 
ments in railroad properties, or because 
the attainment of government ownership 
of railroads would pave the way for that 
group of shortsighted politicians who are 
striving to interest the government in the 
insurance business. There would be less 
danger of such eventualities if more in- 
surance men took the personal interest in 


the question which Mr. Ecker does. 





N interesting feature of the annual 

meeting of the Insurance Advertis- 
ing Conference, which was held this week 
at Pittsburgh, was the award of the Hol- 
combe trophy, for the production of the 
best advertising matter, to the Metropoli- 
tan Life Insurance Company. The emu- 
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lation between companies inspired by the 
offering of this trophy by the Phoenix 
Mutual Life Insurance Company has un- 
doubtedly been helpful in the origination 
and use of better and more effective pub- 
licity methods by the various contestants, 
and the winning of the trophy by the 
Metropolitan Life is evidence of the su- 
perlative character of its advertising 
matter. As the extent of the ability of a 
life insurance company to interest the 
public is an important factor in the com- 
pany’s growth, it is a matter deserving 
of the sincere congratulations of its 
friends when it achieves such distinction 
as that typified by the award of the 
Holcombe trophy. 





LEGISLATIVE RECOMMENDATIONS 


W. R. C. Kendrick Would Make Some 
Changes in Iowa Life Laws 

Des Mornes, Iowa, October 25.—W.. R. C. 
Kendrick, Commissioner of Insurance, has 
filed with Governor N. E. Kendall his annual 
report touching life insurance companies doing 
business in Iowa. 

A careful study of life insurance administra- 
tion has been made by Mr. Kendrick and predi- 
cated upon the knowledge thus obtained he 
makes the following recommendations : 

The provision regarding securities purchased 
by insurance companies should be changed so 
that no loan could be made by companies to 
other companies or organizations with the same 
officers and directors. The Commissioner 
should be given authority to employ appraisers 
to make physical examinations of the real estate 
owned by the companies and that securing the 
loans held by the companies. It has been evi- 
dent in some instances that proper appraisals 
have not been offered by the companies, and a 
law giving the department the opportunity, when 
deemed advisable, to make such appraisals 
would tend to make the companies more care- 
ful in the selection of loans. 

The provisions regarding valuation of poli- 
cies by legal reserve companies should be 
brought up-to-date in order to cover the vari- 
ous forms of policies now issued by insurance 
companies. The American Experience Table at 
314 per cent with modifications similar to the 
Illinois Standard Basis should be prescribed as 
the minimum valuation basis. In case of group 
policies with rates fixed for a period not longer 
than five years, the American Men’s Table at 
314 per cent may be safely specified. 

A law should be enacted concerning receiver- 
ship in the case of insolvent companies. Pyo- 
visions should be made that the head of the 
insurance department under the direction of the 
court should be the receiver in all cases where 
one is necessary. This would insure a re- 
ceiver who is familiar with insurance matters 
and result in greatly lessened expenses and 
more efficient handling of insolvent companies. 
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Can Sell With Profit 
T 
No, this is not an invitation for you to leave your of 
own company, but just a suggestion to make your in F 
time yield more profits under our plan of improved - 
brokerage service in branch offices. ba 
the | 
The Champion Income Accident policy is just one of the catio 


liberal, up-to-the-minute accident policies offered by us—it is a 
silent partner to the man dependent upon his efforts for his income 
and appeals to every prospect. 


This policy with its distinctive provisions is indicative of the progressive 
a spirit inherent in all lines of protection offered by this company—Life, 
: Accident, Health, and Group. Under our plan you can place with us 
profitably (because all commissions on such business placed with us belong 
to the broker) business in the following lines: 


Accident Insurance 
—accident, health, and income accident 
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Group Insurance 
Chair 


—life, accident and sickness 


Life Insurance 


—substandard and surplus business conduc 
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What Our Branch Office Service Means toYou | =: 
States, 

New | 
Extremely liberal first year commissions and 9 guaranteed non-forfeitable renewals, on all are als 
life business you place with us regardless of volume. 











Awards and honors on same basis as offered to our regular agents—in 1925 a trip to Cuba 
at our expense is open to you. 


Expert advice and assistance on surplus and substandard life, accident, and group insurance. 
Business handled either on a contract or a one-case agreement basis. 


Prompt action and liberal underwriting rules. 
Write us for Further Details 


MISSOURI STATE LIFE INSURANCE CO. |] ° 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 
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GENERAL ACCIDENT CELEBRATES 





Company Completes Quarter-Century of Business in the United States 





NEW UNITED STATES BRANCH OFFICE BUILDING DEDICATED 





Gratifying Results Achieved Under the Management of Frederick Richardson— 
Distinguished Guests Attend Festivities 


By ArtHur L. J. SmitH 


The twenty-fifth anniversary of the opening 
of its United States branch was celebrated 
in Philadelphia last week by the General Ac- 
cident, Fire and Life Assurance Corporation, 
Perth, Scotland. Appropriate and elaborate 
ceremonies marked the occasion, and one of 
the feature events was the inspection and dedi- 
cation of the magnificent new building which, 
in the _ future, 
will house the 
United States 
headquarters of 
the company. 
This is an eleven- 
story structure, 
which adjoins the 
present location 
of the American 
branch at Fourth 
and Walnut 
streets, and is a 
beautiful example 
of modern archi- 
tecture, being 
also. perfectly 
equipped for the 
The facade is adorned 
Nicholas 








Dr. WILLIAM Low, O.B.E. 


Chairman of the Corpora- 
tion 


conduct of business. 
by shields in mosaic, 
D’Ascenzo, and representing some of the coun- 
tries in which the General Accident transacts 
business, namely, France, Belgium, United 
States, India and Canada. The city shields of 
New York, Philadelphia, Perth and London 
are also included. The entire frort is of In- 
diana _ limestone 
and carries the 
3ritish coat-of- 
arms. 

The festivities 
of the celebration 
began with a re- 
ception at the 
Bellevue - Strat- 
ford hotel in 
Philadelphia on 
Wednesday 
morning, an d 
terminated with 
a breakfast at 
the palatial Am- 
bassador in At- 
lantic City on 
Loyalty, esprit de corps, and an un- 
shakable faith in the future, were amply mani- 
tested during that time, and the occasion was 
given the savor of an Anglo-American entente 
by the presence of three distinguished officials 
* the company who had come from the other 
side to attend the affair. These home office 
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Mayor GENERAL Sir Joun 
Hansury WILLIAMS 


Director 


Friday. 


executives were General Manager F. Norie- 
Miller; Major General Sir John Hanbury Wil- 
liams, a director of the company, and Dr. 
William Low, O. B. E., chairman of the board 
of the General Accident. Dr. Low, in addition 
to being a highly successful business man and 
a shrewd judge of the trend of commercial op- 
erations, is a man of letters whose talents and 
efforts have been recognized abroad by his hav- 
ing been made a member of the Order of the 
3ritish Empire, and by his occupation of the 
post of head of the company’s board. 

Major General Williams is a soldier of dis- 
tinction who has served Great Britain in the 
Soudan uprising, the Boer War and the World 
War. For some time he was private secretary 
to the War Office in England, and for five 
years acted as War Military Secretary to the 
Governor-General of Canada. As head of the 
military mission in Russia, at the period of the 
old monarchy there, he gathered the material 
which he brought together in a book entitled 
“The Emperor Nicholas as I Knew Him,” and 
giving a vivid picture of the then occupant of 
the throne. The possessor of many orders and 
decorations, the Major General is now King’s 
Marshal at the Court of St. James. 


Tne GENERAL MANAGER’s REMARKS 

The opening event of the General Accident’s 
celebration was the reception, already alluded 
to, at which the general agents of the com- 
pany were presented to the three British offi- 
Following this, United States Manager 
and the visitors each 
General Manager 


cials. 
Frederick Richardson 
delivered a short address. 
Norie-Miller began by speaking of his first 
visit to this country twenty-five years ago, and 
on that point stated: “I dreamed at that time 
that I would establish the company here so as 
to obtain a premium income of $1,000,000 an- 
nually. Mr. Richardson told me_ yesterday 
that the premiums each year now exceeded 
$13,000,000.” Mr. Norie-Miller detailed the 
operations of the General Accident throughout 
the civilized world, and said that the premiums 
in Belguim aggregate 12,000,000 francs an- 
nually. In France, he said, the company has 
made a profit every year for twenty-one years. 
The speaker paid a high tribute to the work 
of the American branch under the direction of 
Frederick Richardson, and spoke in glowing 
terms of that individual’s ability and foresight. 


FREDERICK RICHARDSON’S TALK 
In a talk which preceded that of General 
Manager Norie-Miller, United States Manager 
Richardson went on to say that he had been 
associated with his chief thirty-one years. He 
referred feelingly to the personality, industry 
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and courage which had carried Mr. Norie- 
Miller to the place he now occupies in the 
hearts of the company’s field forces and in its 
councils. Stating that, with the general man- 
ager, the theory and operation of the Gen- 
eral Accident was a hobby which he never 
gave up, Mr. Richardson outlined that ex- 
ecutive’s success and the advances he has made 
in the face of obstacles. Dr. Low, chairman 
of the board, spoke of the growth of the com- 
pany, and also indicated his own high ap- 
preciation of the hospitality he had met with 
on this his first visit to America. He delineated 
the progress of the organization as being steady 
and sure, and said that he was pleased to view 
the United States branch in fact rather than 
by a series of figures read by him while he was 
many miles away. An interesting and witty 
talk was _ also 
made by Major 
General Wil- 
liams, who told 
-everal humorous 
stories and made 
a hit by his readi- 
ness in seizing on 
timely subjects 
and topics which 
appealed to the 
general agents. 





Following the 
foreign digni- 
taries, Assistant 
United States F. Norte-MILver 
Manager James General Manager 


F. Mitchell was 
introduced, and told of methods of conducting 
a successful general agency ind also outlined 
the importance of risk selection. In addition, 
he discussed the opportunities of developing 
general liability and elevator insurance lines. 
M. G. Barton of Indianapolis made a_ brief 
summary of the weak points in automobile in- 
surance, and gave his opinion that he did not 
believe in paying automobile property damage 
until it 
absolutely 
proved that the 
insured was 
guilty of neglect 


claims 
was 


and caused or 
contributed to 
the cause of the 
accident. All in- 
tersecting road 
and similar acci- 
dents, he be- 
lieved, were 
brought about by 





contributory neg- 
ligence on the 
of both 


RICHARDSON 
United States Manager 


FREDERICK 


part 
parties. 

An elaborate luncheon at the 
Stratford followed the morning events, 
nearly two hundred general agents, prominent 
insurance men of Philadelphia, officials of other 
accident companies, and officials of the General 
Accident were present. United States Man- 
ager Richardson presided at the luncheon, and 
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entertainment was furnished by a Highland 
bagpiper in costume. Among those at the 
head of the table were Thomas Hall, Canadian 
manager of the company; Charles F. Frizzell, 
general manager of the Indemnity Insurance 
Company of North America; A. A. Jackson, 
vice-president of the Girard Trust Company; 
Charles H. Holland, president of the Inde- 
pendence Indemnity Companv; John Bb. Mor- 
ton, vice-president of the Fire Association; 
Carl M. Hansen, vice-president of the General 
Reinsurance; Frederick Watson, British Con- 
sul; Sheldon Catlin, vice-president of the In- 
surance Company of North America, and Liv- 
ingstone Jones, of the First National Bank of 
Philadelphia. 

United States Manager Richardson, during 
the luncheon meeting, introduced a number of 
men who had been identified with the construc- 
tion of the new office in Philadelphia, includ- 
ing the architect of the building and the con- 
tractor. Vice-President Jackson of the Girard 
Trust was the feature speaker at the luncheon, 
and he told of the General Accident’s first de- 
posit of $10,000 with his institution, and said 
that the two maintained 
fiduciary relations for the past quarter of a 
century. Cables which had arrived from all 
parts of the world, both from branch offices 
and from personal friends, were read by Gen- 
eral Manager Norie-Miller in testimony to the 
success of Mr. Richardson. 


organizations had 


PreESENT Portrait oF F*, Norte-MILLER 
Upon adjournment after the luncheon the 
entire party visited the new home of the United 
States branch, and there gathered in the di- 
rectors’ room on the eleventh floor, where many 
floral tributes, sent by friends of the company, 
had been arranged. Elmer T. Schaefer, of the 
Chicago agency of the company, in the absence 
of Thomas J. Magner, read an address, in 
which the attractive qualities and fine person- 
ality of Mr. Norie-Miller were fittingly 
dilated upon, and then, on behalf of the field 
force, presented a: handsome portrait, done in 
oils, of Mr. Norie-Miller. Acceptance of the 
portrait was made by Mr. Richardson in a 
short speech. Manager Norie-Miller 
replied in a pleasant vein, dwelling on how the 


General 


company had been built upon the loyalty of his 
associates, and how all of the men in the or- 
ganization had always shown him the greatest 
friendliness. It was plain that he was much 
moved by the tribute signified in the presenta- 
tion of the portrait of himself. 

After this enjoyed an 
automobile ride around the suburbs of Phila- 
delphia, finishing at Green Hill Farms, where 
dinner and dancing were indulged in. 


incident the party 


TuHurRSDAY’s EveNTsS 

The program of events on Thursday began 
with another business session in the Bellevue- 
Stratford hotel, at which automobile insurance 
was the principal topic, and considerable time 
was also given over to a review of the casualty 
lines and their status in this country. The ex- 
perience met with here was pointed out by 
United States Manager Richardson, and _ that 
found abroad was detailed by General Manager 


Norie-Miller. The latter predicted that auto- 
mobile insurance would be one of the largest 
lines in Great Britain in the future. Ambrose 
Ryder, manager of the automobile department 
of the company, said that in view of conditions 
in this country rates must either be raised or 
risk selection must be most carefully watched. 
BANQUET A GREAT SUCCESS 

At the conclusion of the 

lunch was served in the same dining hall as 


business session 
the previous day, and then all those taking 
part in the celebration activities entrained for 
Atlantic City by special train, where an elabo- 
rate and unusually successful banquet was held 


in the evening. This affair was the culmination 
of the celebration, and, as such, was fittingly 
arranged. Many who were present, and who 
have been in the habit of attending insurance 
banquets all over the States, declared that this 
was the most interesting affair of its kind they 
had ever taken part in. This, they said, was 
due to the informality of the proceedings and 
the spirit of comradeship and harmony, like 
large family brought together, that was every- 
where in evidence. General Manager Norie. 
Miller presided, and on the dais with him were 
Dr. Low, Major General Williams, United 
States Manager Richardson and their ladies, 4 
feature of the entertainment provided was the 








New Unitep States Brancu OFFICE 











3UILDING OF THE GENERAL AccteNt, Fire & LIFE 


ASSURANCE CorPORATION, LIMITED, FouRTH AND WALNUT STREETS, PHILADELPHIA, PA. 


8 











speec 
he fe 
wher 
while 
signi 
the } 
not 

appl} 
case, 

elabo 
low.” 
the 
frien 
Jame 
comp 
force 
Mane 
ager 

dors. 
faceti 
when 
his so 
was } 
cards 
6, wl 
You,” 
closec 
Ladie 
toaste 
accom 
poets 
clusio 
ing in 
untari 
with 

Was a 
Assist 
Moore 
“They 
won ¢ 
loud, 

gratul 
fast n 
procee 
execut 
ant re 
eral A 


Amer 
sha 
The 

Dany 

pointn 

tity a 





hursday 
— 
Imination 
fittingly 
and who 
insurance 
that this 
ind they 
aid, was 
ings and 
y, like a 
iS every- 
r Norie- 
lim were 

United 
idies, A 
was the 


Ss * 


oF 


"ews 


te 


"0 tne ia loc. aaa elas. 


os 


LIFE 
A, 











October 30, 1924 


THE SPECTATOR 


Casualty, Surety, Etc. 








___ 


singing of Thomas L. Rettie, manager of the 
automobile department of the Royal Exchange 
assurance. Mr. Rettie, himself a Scotchman, 
rendered several Scotch songs in a_ finely- 
trained bass voice that made an evident im- 
pression. 

After a short talk Manager 
Norie-Miller, he called on Dr. Low, who, on 
behalf of the board of directors of the com- 
pany, presented United States Manager Rich- 
ardson with a magnificent gold cup or bowl, a 
replica of a cup taken from the tomb of Tut- 
Ankh-Amen. Next, John Bloomingston, the 
company’s attorney in Chicago, presented hand- 
some gold cigarette cases to Dr. Low and to 
Major General Williams. Each made a short 
speech of acceptance, the latter remarking that 


by General 


he felt on this occasion as he had on one other 
when a sportsman, seeing his many decorations 
while at a function, said he appreciated the 
significance of the insignia, which showed that 
the Major General was “a helluva fellow” and 
not an ordinary mortal. Making the story 
apply to his acceptance of the gold cigarette 
case, Major General Williams said: “By this 
elaborate gift I really feel I'm a helluva fel- 
low.” Dr. Low also spoke, and said that in 
the past few days he had made many new 
friends, but now felt that they were old friends. 
James F. Mitchell, assistant manager of the 
acted on behalf of the field 
force in this country, and presented General 
Manager Norie-Miller and United States Man- 
ager Richardson with handsome smoking humi- 


company, next 


dors. One of the toasts to the ladies was 
facetiously made by Major General Williams. 
when at one point in the evening he picked up 
his song card and stated that his first sentiment 
was Number 1. The company holding the song 
cards read “America”; his second was Number 
6, which the company noticed read “I Love 
You,” and then the Major General concisely 
closed his short speech by “God Bless the 
Ladies.” General Manager Norie-Miller also 
toasted the ladies, and painted their virtues and 
accomplishments by referring to the many great 
poets who had sung this topic. At the con- 
clusion of his tribute there occurred an amus- 
ing incident. He called for some lady to vol- 
untarily reply to the toast, and was greeted 
with silence. Again he called, and still there 
was a dead silence. Finally the bass voice of 
Assistant United States Manager Thomas 
Moore boomed out from a corner of the room: 
They don’t do that at home!” The retort 
won an instant response and the applause was 
loud. The banquet ended amid general con- 
gratulation and hearty good fellowship. Break- 
fast next morning was the last event of the 
Proceedings, and the guests, general agents and 
executives went back to their homes with pleas- 
ant recollections of the hospitality of the Gen- 
eral Accident and its officers. 





American Employers’ Names Hall & Hen- 
Shaw as Metropolitan Casualty Agents 
The American Employers Insurance Com- 

Pany of Boston, announces the immediate ap- 

pointment of Hall & Henshaw, New York 

tity agents, as its general metropolitan agents. 


GENERAL ACCIDENT’S 
RECORD 


United States Branch Business Quad- 
rupled Under Present Manage- 
ment 


FREDERICK RICHARDSON’S SUCCESS- 
FUL CAREER 


General’s Premiums in This Country Are 
Now Much Over a Million a Month 
A quarter-century ago the General Accident 

Corporation, Perth, 

Scotland, decided to branch out into a broad 

new field, and in 1899 established a branch in 

the United States. Its American branch busi- 
ness has now reached such proportions that the 


Assurance Limited, of 


company’s need for more space led to the con- 
struction of the new United States’ headquar- 
ters building. 

Muir & Haughton of Philadelphia were ap- 
pointed United States managers in 1899 and 
until 1906, when Franklin J. 
Moore became manager. Five years later the 
management was transferred to J. A. Kelly and 
C. Norie-Miller, and the United States branch 
was moved to New York in 1912. Later C. 
Norie-Miller became sole United States man- 


so continued 


ager. 
When Frederick Richardson succeeded to 
the American management in 1916, he again 


United States branch office to 
Philadelphia, where it has since remained. 
During the eight years in which the Ameri- 
can destinies of the company (the name of 
which became the General Accident, Fire and 
Life Assurance Corporation, Limited, in 1906) 
Richardson the 


removed the 


have been in charge of Mr. 
volume of premiums has nearly quadrupled, 
and the reinsurance reserve has been multiplied 
by four, indicating that this capable, likeable 
and energetic Englishman has won the respect 
and esteem of agents and the public for his 
company and himself in this country, having 
proved himself most adaptable to American 
ways and having gained a large circle of 
friends in this country. The extent of this 
company’s growth, during Mr. Richardson’s in- 
following 


cumbency, is demonstrated by the 


figures: 


Reinsurance Net 
Assets Reserve Surplus Premiums 
1923 $11,521,644 $4,472,709 $1,857,863 $11,696,401 
1915 2,908,618 500,824 3,063,954 


1,115,110 


Inc. $ 8,613,026 $3,357,599 $1,357,039 $ 8,632,447 

Mr. Richardson, under whose management 
the fine results above outlined have occurred, 
was born in Newcastle-on-Tyne, Engiznd, on 
December 29, 1876. After being educated in 
Nottingham and Liverpool he joined the staff 
of the Liverpool office of the General Acci- 
dent in 1893. Five years later he was chief 
clerk at the London office, but in 1899 he went 
with the Credit Guarantee Corporation, with 
which he remained for two years. In 1901 he 
went to Melbourne, Australia, and took up 
the management of the accident department of 
the Colonial Mutual Fire Insurance Company, 
but later rejoined the General Accident, and in 


9 


January, 1916, was advanced from the posi- 
tion of assistant manager at London to United 
States manager of the company. 

Mr. Richardson has always recognized the 
value of specific insurance education as an ad- 
vantage to both companies and their employees, 
and prior to his coming to this country was a 
member of the Council of the Insurance In- 
stitute of London and the Medico-Legal So- 
ciety of Great Britain. Since coming to this 
country Mr. Richardson has been an influential 
factor in promoting organizations for the 
study of insurance subjects and for several 
years was president of the Insurance Institute 
of America, which organization he served most 
ably and acceptably. 

The General Accident, Fire and Life, under 
Mr. Richardson’s direction, writes numerous 
lines of insurance and affords protection to 
many thousands of persons and business houses 
in this writes the following 
classes of insurance: Accident and health; au- 
tomobile collision, property damage and liabil- 
ity; burglary and theft ; common carriers’, den- 
tists’, druggists’, employers’ general, landlords’, 
physicians’, public and vessel liability; instal- 
ment accident; elevator; plate glass; property 
damage and collision other than auto; safe; 
steam boiler; team; workmen’s compensation 
and workmen’s collective insurance. The com- 
pany also controls the Potomac Insurance Com- 
pany of the District of Columbia, located at 


country. It 


Washington. 





HIGHWAY CONFERENCE TO MEET 
Insurance Committee Has Report Ready 
for Submission 

Wasnincton, D. C., October 25.—The gen- 
eral meeting of the conference on street and 
highway safety has been called by Secretary 
of Commerce to meet in Washington, Decem- 
ber 15 to 17. 

The Secretary’s announcement follows the 
report that the insurance and other commit- 
tees have completed their consideration of the 
various phases of the traffic safety question. 

A survey of the situation by the statistical 
committee, it has been reported to Secretary 
Hoover, shows that in 1923 not less than 22,- 
600 persons were killed and 678,000 injured, 
with a property damage of $600,000,000, in traf- 
fie accidents, of which approximately 85 per 
cent were due to automobile traffic. This is an 
increase of some So per cent in a period of 
seven years. 

The various committees have laid before the 
Secretary the recommendations which they be- 
lieve will assist in reducing the accident toll. 
These suggestions will be discussed by the 
general conference with a view to formulating 
a program of legislative, civic and organiza- 
tion activity which can be put into effect imme- 
diately. Such recommendations as may be 
adopted by the conference which entail legisla- 
tion will be laid before the proper State off- 
cials throughout the country before the next 
meeting of their State legislatures, with the 
suggestion that proper bills be introduced and 
given consideration without delay. 





THE SPECTATOR 








Thursday 





THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - - - 670,033.03 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,643,444.07 


RE-INSURANCE ONLY 


{ Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 

CORRESPONDENCE INVITED 














INTERSTATE CASUALTY CO. 


ST. LOUIS, MO. 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Total Surplus to Policy Holders Cash Capital Paid in $500,000.00 


CHICAGO SAN FRANCISCO = lousTON 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 
LovISVILLE SaLt Lake City ALBUQUERQUE 


Gaunt & Harris 1015 Boston Building 112 South Third Street 


Speed Building 


Pioneers in 1908 
Leaders in 1924 


The Inter-State has several 
attractive openings for in- 
Surance men of proven 
ability. If you are interested 
in obtaining a profitable 
District Agency connection, 
write the Home Office today 
for complete details. 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


The Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 


























ma HAMPTON ROADS 


FIRE «» MARINE 
Insurance Company 


(IN PRESS) 


CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. , 
Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 
EVERY AGENT AND BROKER 


who sells automobile insurance needs copies of this valuable 
book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 
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Government Ownership Discredited 

In a recent article in The Budget, Harry 
A. Warner, supervisor of publicity of the 
Maryland Casualty Company, presents some 
arguments adverse to political control of 
public utilities. Under the title “Government 
Qwnership Discredited,” he deals with the 
proposition that the Federal Government should 
take over the ownership of the railroads, and 
points to the great improvement shown in the 
service rendered by the railroads since gov- 
ernment control of their operations ceased. He 
likewise refers to the change in views of a 
former mayor of Seattle after he had ob- 
served the results of municipal operation of 
the street railway system of that city, and his 
subsequent criticism of the practical results of 
what had at first appeared to be a most promis- 
ing theory. Political control leads to loss in 
efficiency, increased tax burdens and the plac- 
ing on the payroll of two job-seekers when 
one could do the work. Other experiments are 
adduced by Mr. Warner in his argument against 
such projects, and he makes a strong appeal 
for the better service and results flowing from 
private ownership, saying: “Whether it is 
government ownership of railroads, insurance 
companies, or other lines of business, the re- 
sults are the same. It is not difficult to be- 
lieve the statement made by the statisticians 
of the American Economic Institute, ‘that Fed- 
eral taxes would be increased at least 50 per 
cent under government ownership of the rail- 
roads of the country.’ ” 
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PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
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INDEPENDENCE INDEMNITY ADDS TO 
CAPITAL AND SURPLUS 
Increase of $500,000 and $1,000,000 Will 
Permit New Expansion, Directors 
Say 
The directors of the Indepedence Indemnity 
Company of Philadelphia met last week in the 
home office of the company and adopted meas- 
ures recommending to the stockholders an 
augmentation of the capital and surplus of the 
company by the issue of 5000 additional shares 
of stock, at a par value of $100 each, to be 
sold at the same figure as the original issue, 
namely, $300 a share, thus adding $500,000 to 
the capital and $1,000,000 to the surplus. With 
a successful vote on the action, and there is 
every reason to believe there will be, the In- 
dependence will have $1,500,000 of capital and 

$3,000,000 of surplus. 

According to a statement from the board of 
directors the company has enjoyed an unusually 
rapid and propitious growth and during this, 
its second year, has been constantly offered 
additional agencies and sources of revenue of 
a most desirable sort, but owing to the heavy 
reserves required by law for casualty com- 
panies the officials of the company have felt 
it expedient to decline many of these offers. As 
a natural conclusion to these opportunities for 
the expansion of business the board of direct- 
ors by increasing the capital and surplus has 
made it possible. 


Independence Indemnity Awards Prizes in 
Traffic Contest 


The judges in the Independence Indemnity 
Company Traffic Contest have at last reached 
decisions as to the best plans received for solu- 
tion of the traffic problem, and three awards 
were made this week by President Charles H. 
Holland. The first prize of $1000 was won by 
Edwin T. Herbig, Cleveland, Ohio; vice-presi- 
dent of Whitehair Brothers Company, general 
insurance agents; second prize of $500 won by 
Myron J. Morris, treasurer of Joseph S. Blume 
& Co., insurance brokers and adjusters, New 
York city; third prize of $250 won by Clarence 
T. Hubbard, Hartford, Conn. of the Etna 
affiliated companies and president of the Hart- 
ford Advertising Club. 





Joseph R. Wilson’s Book 


Joseph R. Wilson, manager of the develop- 
ment division, has written a volume on “Surety 
and Casualty Salesmanship,” just published by 
The Spectator Company. 

The volume is divided into two books, the 
first under the sub-title, “Salesmanship, Oppor- 
tunities and Methods” and the second under 
“Development of Business.” It contains 360 
pages, and is in good type and excellent bind- 
ing. The price is $4.00. 

Mr. Wilson has produced a book that is com- 
prehensive in scope, practical in aim, written in 
a clear, straightforward and attractive style 
and filled with valuable information and sug- 
gestions. No one in the surety and casualty 
business should be without it. It is a good 
reference book on any phase of the subjects 
presented—The Budget, Maryland Casualty 
Company. 
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Workmen’s Compensation 


Insurance 
By Saul B. Ackerman 


Assistant Professor of Insurance 
New York University 





A New and Comprehensive Book 
Soon to be Issued 





If you are a broker or agent selling 
Workmen’s Compensation Insur- 
ance, can you offer the following 
services? 


1. Explain the important provisions 
of the Workmen’s Compensa- 
tion laws in the United States. 


2. Assist an injured employee to 
present his case before a Com- 
mission. 


3. Advise an employee concerning 
rehabilitation. 


4. Explain the important Work- 
men’s Compensation legal de- 
cisions. 


5. Explain how a manual rate is 
made. 


6. Outline a campaign for accident 
prevention. 


7. Explain to an insured how he 
can reduce his rate by properly 
improving the physical condi- 
tion of his plant. 


8. Explain to an insured how his 
rate is computed in accordance 
with the Experience Rating 
Plan. 


These topics and many others are 
discussed in detail in the new book 
entitled ‘“‘Workmen’s Compensa- 
tion Insurance’ to be published 
shortly by The Spectator Com- 
pany, written by S. B. Ackerman, 
Assistant Professor of Insurance of 
New York University. 


Every one having to do with Work- 
men’s Compensation Insurance, in 
any way, will find this a most use- 
ful work, as it contains information 
upon every phase of Workmen’s 
Compensation Insurance. 


Price per copy $3.50 


Bound in cloth 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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AGENTS AGGRESSIVE 





Michigan Body Gives Full Support to 
National Association 





p. J. BRAUN ELECTED PRESIDENT 





Monopolistic Compensation Law Will Be 
Fought Actively 

Lansinc, Micu., October 25.—Michigan in- 
surance agents, assembled here this week at 
the Hotel Kerns for their twenty-sixth annual 
convention and the tenth annual session of the 
Insurance Federation of Michigan, decided on 
an aggressive program of self-protection. The 
association, in its only resolution, strongly 
packed up the Milwaukee declaration and 
emphatic terms vowed to reserve loyalty for 
friendly companies only, while the Federation, 
though not expressing itself formally in a 
resolution, evidenced a determination to com- 
bat interference in insurance business by the 
State and particularly to fight monopolistic 
automobile or compensation funds. 

The association’s endorsement of the declara- 
tio was unanimous and followed pleas for 
such action by a number of speakers, and the 
circulation of cards among the agents bearing 
the text of the Milwaukee resolution and the 
injunction “Read this over, think it over, and 
then ‘let your conscience be your guide.”” <A 
letter was also received from the Port Huron 
Insurance Exchange, one of three local boards 
organized during the past year, the others he- 
ing at Pontiac and City, in which the 
declaration was endorsed. The Port Huron 
board said that an instance of solicitation of 
expirations had occurred there during the year 
but prompt action by the Exchange had pre- 
vented the 


Bay 


from becoming serious. 
The Michigan resolution supporting the Na- 


tional Association’s declaration follows: 


situation 


Whereas we believe in and stand firmly on 
the principles of the American Agency System, 
and in the spirit of reciprocity, now, therefore, 

Be it resolved, that the Michigan Association 
of Insurance Agents, in annual convention 
assembled at Lansing, Mich., October 22 and 
23, 1924, do hereby endorse the resolution of 
the National Association of Insurance Agents 
adopted at its annual convention held at Mil- 
waukee, Wis., September 9, 10, 11 and 12, 
1924, 

And be it further resolved that we agree 
unreservedly to support the executive commit- 
tee of the National Association in such plans 
as it may formulate to make effective the above 
declaration. 


Thomas C. Moffatt, president of the Na- 
tional Association, who was supposed to have 
crystallized the sentiment of the convention in 
favor of the declaration with a speech Thurs- 
day morning just previous to the vote, was 
delayed and did not speak until the closing 
banquet in the evening. He traced the history 
of the association and told of the principles it 
Was organized to support, gradually leading up 
to the incidents which brought on the Milwau- 
kee declaration but not definitely citing them. 
He urged the State association members to keep 
in mind the Principles of the national organiza- 
tion and the American Agency System at all 


times and to govern their practice accordingly. 
He closed with a cleverly put and but slightly 
shaft companies which have 
tried to association through 
“A man or an agent,” 
he keeps, 


resigns.” 


veiled against 
undermine the 
defiance of its principles. 
he said, “is known by the company 
and sometimes by the companies he 


Officers elected by the association were: Phil 


J. Braun, Flint, president; William J. Reineke, 
Detroit, vice-president; Charles L. Raymond, 
Detroit, treasurer. An executive committee 


made up of Lee Dudley, Battle Creek; C. G. 
Chaddock, Muskegon, and Charles L. Ray- 
mond, Detroit; was appointed in addition. A 
secretary is to be chosen by the governing com- 
mittee, made up of the officers and executive 
committee. 

New officers of the Federation are: William 
J. Reineke, Detroit, president; Mark T. McKee, 
Detroit, vice-president and counsel; F. F. 
McGinnis, Bay City, George W_ Carter, 
Detroit, E. H. Rhines, Detroit, Ethan Thomp- 
Port and E. C. Bowlby, Benton 
Harbor, vice-presidents; T. J. Hennes, De- 
troit, and H. R. Vernor, Detroit, treasurers 
Thirty directors were also named. 


son, Huron, 





W. E. MALLALIEU TO BE GIVEN 
CELEBRATION DINNER 

To Be Held at Drug and Chemical Club— 

Date Changed from November 12 to 20 
The New York Pond of the 
Honorable Order of the Blue Goose will give 
a celebration dinner in honor of the election of 
Wilbur E. Mallalieu, the 
National Board of Fire Underwriters, to the 
exalted post of Most Loyal Grand Gander of 


Ancient and 


general manager of 


the entire Blue Goose organization at the re- 
cent the Grand Nest in 
The dinner will be held at the Drug and Chem- 
Club at 6:30 on the evening of Novem- 
The 
to take place on November 12, but owing to its 
with the dinner of the Insurance 
Society it was decided to postpone it. 

Mr. Mallalieu has long been a 


meeting of Chicago. 
ical 
ber 20. gathering was originally planned 


concurrence 


member of 
the order and has served with distinction as 
Most Loyal Gander of the New York Pond 
and by reason of this it has been decided that 
not only members of the order are to be invited, 
but anyone of the fire insurance business who 
Many tables 
have number of 
companies and the attendance is anticipated as 
capacity. Reservations may be made with F. J. 
Wielder of the Goose Quill, 76 William 
New York city. 


wishes to join in the celebration. 


already been reserved by a 


Breen, 


street, 


Secures Prominent Speakers for Insurance 
Society Dinner 

Sidney R. 

ance Society of New York, has secured the fol- 


Kennedy, president of the Insur- 
lowing speakers for the dinner at the Hotel 
Astor, James A. 
Beha, Superintendent of Insurance of the State 
of New York; Walter Carter, general attor- 
ney for the United States and Royal insurance 
companies, and Lawson Purdy, treasurer, Rus- 
sell Sage Foundation. 


Wednesday, November 12: 
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WOULD ENLARGE SCOPE OF 
COMMISSIONER 


Oklahoma Agents Find Insurance Depart- 
ment Lacking in Money and 
Authority 

OKLAHOMA City, OKta., October 24.—The 
annual convention of Oklahoma Association of 
October 21 and 22, at the Oklahoma 
Club, went on record as unanimously endors- 
ing the resolution recently passed by the na- 
tional association, pledging allegiance to those 
companies whose loyalty to the principles for 
the preservation of the American agency sys- 
tem is unquestioned. 

The five members of the newly elected execu- 
tive committee are: Harry S. Carlin of the 
Workman Company, Oklahoma City; Charles 
Brice, McAlester; Jack Thayer, Blackwell; H. 
A. Pierson, Shawnee, and W. L. Dickey, Tulsa. 
As provided by the newly adopted constitution 
and by-laws this committee announced the ap- 
pointment of the official staff of the associa- 
tion for the ensuing year, as follaws: 

W. L. Dickey of the Dickey-Ashby-Foun- 
tain Company, Tulsa, president; John F. 
McCullough of the J. F. McCullough agency, 
Oklahoma City, and retiring president, vice- 
president, and Phil Braniff, of the T. E. Braniff 
Company, Oklahoma City, secretary-treasurer. 
To fill the vacancy made by Mr. Dickey’s selec- 


Insurers, 


tions as president, John Murray of Altus was 
appointed. 
Immediately after convening for the after- 


noon session, the association voted to hold re- 


gional meetings, to be presided over by a re- 
gional president selected by the association 
members in the region. The State was divided 
according to the Congressional 


into regions, 


districts, and temporary chairmen appointed for 
each district with the instructions to organize 
his region. 

The following resolutions were passed unani- 
mously : 


Resolved: That we hereby express our ap- 
preciation for the co-operation and assistance 
of the managers and the special agents of those 
companies who have so loyally aided in main- 
taining good conditions in Oklahoma and who 
have consistently observed and upheld the prin- 
ciples of our association. 

Resolved: That our thanks be extended to 
all the officers and committees of the State 
association who during the past year have 
worked so hard and faithfully to promote the 
association’s interests and who through their 
efforts have accomplished so much for the gen- 
eral good. And that our thanks be extended 
to J. G. Read, our Insurance Commissioner, and 
other officers of the State insurance board, for 
the interest they have shown in matters con- 
cerning our welfare and for their laudable atti- 
tude toward insurance as expressed by Mr. 
Read. 

,Resolved: 1—That we recommend to the 
legislative committee that they use their best 
efforts to secure the following legislation at the 
next legislature, to which endeavor we pledge 
our full support. 

2—Recognizing that the duties of the Insur- 
ance Commissioner and the duties of the insur- 
ance board so overlap as to hinder the efficient 
operations of both, that a careful perusal of 
the present laws be made and after consultation 
with interested parties, legislation be designed 
to cure this defect. 

3—Recognizing, because present laws give him 
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PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


Henry W. Ives & Company 


INCORPORATED 1910 


735 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


RAIN INSURANCE EXCESS COMPENSATION 
CASUALTY COVERS 
OHIO MILLERS 
MUTUAL FIRE INS. CO. | Security Mutual Casualty Co, 
OF CHICAGO 
Canton, Ohio 
Assets $6,800,000 
ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,000 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 


























NEW HAMPSHIRE 


FIRE 
INSURANCE Co. 











PROGRESSIVE ANNUAL STATEMENT 
danuary |, 1924 

Cash Capital $ 2,000,000.00 

Assets 11.275,626.67 

Liabilities,except Capital 5,873,397.23 

Surplus toPolicyholders 5,402,.229.44 























THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 
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no power over reciprocal and mutual 
that it is extremely difficult for the 
Commissioner or the insurance board 
to protect the insuring public against the opera- 
tions of these carriers and that the evil that 
has been very great, causing by their various 
failures many unhappy situations among un- 
satisfied claimants, we suggest that the present 
laws be amended so as to make all such classes 
of companies qualify for entrance under the 
same standards of reserves that are required 
of the stock insurance carriers, and that in 
their operations, this class of carriers and their 
representatives be subjected to the same super- 
vision and requirements that stock insurance 
carriers are subjected to. a 

—Recognizing that appropriations made for 
the work of the insurance department have pre- 
viously been so small as to make it practically 
impossible for the department to carry out in- 
vestigations that should be made of applicants 
for licenses, any efforts towards the collection 
of the regular tax on non-admitted premiums, 
and to do many other of those things which 
our present laws contemplate should be done, 
it is suggested that consideration be given to 
all of these and other duties and that the de- 
partment be provided with a sufficient budget 
to efficiently carry them out. a 

Resolved: That the State association request 
all local boards and agents in Oklahoma to 
co-operate with their various chambers of com- 
merce and commercial boards in matters per- 
taining to fire prevention and to give every 
encouragement and assistance to this move- 


ment. 


little or 
carriers, 
Insurance 


ST. LOUIS AGENTS PRESENT PLAN 
Result of Meeting with Chicago Managers 
‘ Not Yet Evident 

Cuicaco, ILt., October 28.—Nine men repre- 
senting the St. Louis Fire Underwriters Asso- 
ciation, under the leadership of W. D. Hemin- 
way, held a conference here throughout the 
day with company executives and managers 
and presented a plan which, in the judgment of 
the St. Louis Fire Underwriters Committee, 
will remove many of the objections of the pres- 
ent system of operation in St. Louis and which, 
it is furthermore believed, will meet the views 
of local agents in that city. The plan, as pre- 
sented, was said to be worked out in great 
detail and would require careful consideration 
from all parties before definite announcement 
of action would be made as to the agents’ pro- 
posal, 

John Harding, of Harding & Lininger, West- 
ern managers for the Springfield, announced 
that the plan had been presented and that prior 
to a thorough consideration by the company 
executives no statement could be made. 





Canadian Fire Insurance Year Book 

The Canadian Fire Insurance Year Book for 
1924 has been issued by Stone & Cox, Limited, 
and presents details of all forms used in fire 
insurance, summaries of fire insurance laws, 
officials and finances of companies, short period 
tables, and matter relating to use and occupancy 
msurance. It embraces 336 pages with paper 
cover, and its price is $2 per copy. 

ee 


—“Integrity” is the title of a new monthly paper 
at Chicago devoted to the interests of the Integrity 
Mutual Casualty Company, the Integrity Mutual (Fire) 
Insurance Company, both of Chicago, and the Ohio 
Millers Mutual Fire of Canton, Ohio, of all of which 
J. C. Adderly is president. 


FRANK L. MILLARD TO LEAVE ACTIVE 
SERVICE 


To Leave America Fore Organization for 
Long Rest in Hollywood 


Frank L. Millard, secretary in charge of 
losses for the America Fore companies, after 
fifty-four years of continuous service, has been 
given leave of absence with full salary. Mr. 
Millard became connected with the America 
Fore Group in 1870, and in honor of his length 
of service his friends and the officials of the 
companies tendered him a testimonial dinner 
last week at the Hotel Commodore. At the 
close of the evening he was presented with a 
token of their esteem and affection in the shape 
large radio outfit, together with an 
engrossed parchment designed in the contour 
of a horseshoe for luck and around which the 
officials of the company had put their signa- 
tures. 

Mr. Millard is by no means retiring from 
the companies, but is merely going to take a 
long vacation of rest from his duties. He has 
planned to take up his residence in Hollywood 
for that period and at his discretion will assist 
the America Fore subsidiary companies operat- 
ing in that territory. 


of 2 


L. & L. & G. Hold Business Conference at 
White Sulphur This Week 


The annual business conference of the man- 
agers of the Liverpool and London and Globe 
and its affiliated companies is being held in 
the Greenbrier Hotel, White Sulphur Springs, 
W. Va., this week. Managers of the various 
offices throughout the United States will at- 
tend and General Manager Hugh Lewis and 
Assistant Manager H. Warner are recently 
arrived from the head office in Liverpool to be 
present at the sessions. The New York man- 
agers are expected to attend in full force, and 
many of the men are to be accompanied by 
their wives. It is announced that the confer- 
ence will probably close to-day or Friday, 
depending entirely on the amount of business 
to be discussed. 





Prudentia Re= and Coinsurance 

The home office statement of the Prudentia 
Re- and Coinsurance Company of Zurich, Swit- 
zerland, as of December 31, 1923, shows assets 
of $11,545,088, with a paid-up capital of $300,- 
ooo and a net surplus over capital and all other 
liabilities of $900,761. FE. Hurlimann is gen- 
eral manager of this company, and also of 
the Swiss Reinsurance Company, whose home 
office statement shows $43,001,956 of assets, a 
capital of $1,500,000 and a net surplus of 
$3,001,090. 


Stockholders Approve Capital Increase 


At a special meeting of the stockholders of 
the Fire Association of Philadelphia, called last 
week by the directors, of the company, to act on 
the proposed increase of the capitalization from 
one million to three million dollars, the meas- 
ure was unanimously approved. 
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Insurance and the Credit Man 

The October issue of the Credit Monthly is 
largely devoted to insurance, some of the topics 
treated being: “The Higher Obligations of 
Insurance’; “Insurance and Its Protecting 
Hand Over Commerce”; “In the Land of Fire” ; 
“Fire Not the Only Hazard”; “Under-Insur- 
ance and Credit”; “Use and Occupancy Insur- 
ance”; ‘Fire Prevention a Credit Asset,” and 
“The Banker and Insurance.” Among the 
authors contributing to this issue are: Henry 
Swift Ives, H. P. Weaver, W. M. Prentice, 
B. L. Whorf, M. C. Terrill, R. P. Moulton 
and James R. Young. The Credit Monthly also 
contains a number of minor articles upon dif- 
ferent phases of insurance and their relation to 
other lines of business. 





Travelers Fire Gets Certificate 

Hartrorp, Conn., October 27.—Insurance 
Commissioner Howard P. Dunham on Satur- 
day gave to the Travelers Fire Insurance Com- 
pany, which has been organized recently under 
the charter granted at the last session of the 
Connecticut General Assembly, a_ certificate 
which authorizes the company to do business in 
this State. The capital stock of the new com- 
pany is $500,000, with a surplus of the same 
amount. Louis F. Butler is the president of 
the company; William BroSmith, vice-presi- 
dent; L. Edmund Zacher, vice-president and 
treasurer; J. W. H. Pye, comptroller, and 
Walter E. Batterson, assistant secretary. 

—_——_—_i—__—— 
Company in Receivership 

INDIANAPOLIS, IND., October 27—The Madi- 
son Insurance Company of this city, of which 
D. O. Griffith is president and Edward Beau- 
champ is secretary, has gone into the hands of 
a receiver. Both officials are from Terre Haute, 
Ind., and Marvin Cure, a Terre Haute insur- 
ance man has been named receiver. The com- 
pany wrote fire and automobile insurance and 
for many years operated conservatively at 
Madison, Ind., where it had a profitable busi- 
ness. It was sold to Indianapolis parties in 
1919 and, after several changes in ownership, 
passed into the hands of a group of Terre 
Haute men early this year. 





New York State Insurance Directory 

The New York State Field Annual and In- 
surance Directory for 1924 has been issued by 
the Insurance Field Company. It embraces 
statutory requirements, lists of underwriting 
organizations, rating bureaus, licensed com- 
panies, premiums and losses for five years, 
classified premiums and losses, lines written, 


and State, special and local agents. This 
handy book sells at $5 per copy. 
Columbia of Dayton Seeks Entrance 
to New York 


The Columbia Insurance Company of Dayton, 
Ohio, controlled by the American Insurance 
Company of Newark, has applied for admission 
to New York State and its license to transact 
fire business under section 110 will probably be 
issued in a few days. The Columbia has a cap- 
ital of $300,000 and a net surplus of $648,000. 
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We have a few desirable openings in Michigan, 
Kentucky, West Virginia and Alabama for experienced 
aggressive men with general agency qualifications. 


5.4% on instalment set- 
tlements. 

$12,000,000 Assets 

$102,000,000 insurance in 
force 


Participating 
Non-Participating 
Age Limits 10 to 65 
Disability Income 
Double Indemnity 


Atlantic Life Insurance Company 
RICHMOND VIRGINIA 











YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 
HOME OFFICE SHREVEPORT, LA. 
SS EREEE Me ae 


Will open new terri- 
tory if justifiable. 











WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 


An Old Line Legal Reserve Company 

We issue all Standard forms of policies, 

Agents wanted in Indiana and Ohio. 
JOHN W. DRAGOO, Secretary . 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 

















Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


THE MANAGEMENT. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


THE TERRITORY. OKLAHOMA, 


The best territory 








THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


A ‘“‘Millionaire’’ Fraternal Benefit Society 
The Rates Are Adequate 
The Membership is over 255,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 
MISS FRANCES D. PARTRIDGE 
Supreme Record Keeper, Port Huron, Mich. 


MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 


GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
f 


FORT WORTH, TEXAS 


The Conservative . Texas Company 














EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 






enough to serve its Agency 

nsura VA and Policyholders satisfac« 
ur nceCompan torily. SOME GOOD terri- 
tory in IOWA and SOUTH 

DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 

















LOUIS W. MACK, President 


uncrican General 


Ts 





FIRE AND MARINE 
INSURANCE 
AND ALL ALLIED LINES 





GEO. H. SCOTT, General Agent 






AMERICAN GENERAL HOME OFFICE BUILDING 
326 NORTH MICHIGAN BOULEVARD 
C. A. FARWELL, Managing Underwriter 


JOHN D. MARTIN, Secretary 





AN AMERICAN COMPANY 
FOR . 
AMERICAN PEOPLE 
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tropolitan Life Gets Holcombe Trophy 


Me , g 
(Continued from page 4) 


advertisements printed, said Mr. Little, and the 
campaign was thus tied up with the welfare 
of the representatives. 

Clifford Elvins, advertising manager of the 
Imperial Life Assurance Company, told of the 
effectiveness of posters and_ bill- 
a discussion, illustrated with lan- 
was given by George Morse, of 
3oston, on the value of 


utility and 
boards and 
tern slides, 
Moore and Summers, 
window displays for a general agency. Arthur 
H. Reddall, advertising manager of the Equi- 
table Life, spoke on the value of folders and 
fillers as a means of reaching the prospect. 

Frederick W. Floyd, Jr., of the agency de- 
partment of the Provident Mutual Life, led a 
discussion on direct-mail advertising. 


IE. A. Woops SPEAKS 

The afternoon session was featured by a talk 
by E. A. Woods, Pittsburgh general agent of 
the Equitable Life, in which he dealt with the 
necessity for insurance advertising and outlined 
the kind of publicity which life insurance should 
have. Mr. Woods was introduced by Mr. Red- 
dall and immediately broke into his subject by 
saying that he had advertised life insurance for 
forty years and that he believed the expense of 
the insurance business lay in marketing the 
product; $318,000,000 is yearly spent for this 
purpose, he said, a vast sum as compared with 
the small amount spent for advertising. Life 
insurance advertising is like the work of the 
religious revivalists, said the speaker, in that 
the latter’s object is to get men into a church, 
any church; while the object of insurance ad- 
vertising is to induce men to insure, not in any 
particular company, but in any company. The 
best interests of all are served thereby. Such 
advertising should be persuasive rather than in- 
formative, said Mr. Woods; it should arouse a 
need and transform that need into a want. Per- 
sistence is demanded and modern methods, and, 
on the latter, the speaker said: “I know of 
nothing that can be advertised so well and is ad- 
vertised so poorly as life insurance.” The 
often mentioned idea of co-operative life insur- 
ance advertising by all companies was endorsed 
by Mr. Woods and he instanced the situation in 
Canada, where, after experiment, this is now 
being done successfully. 

The afternoon meeting had opened with R. 
L. Clark, publicity manager of the Continental 
and vice-president of the Insurance Advertising 
Conference, in the chair. 

The first business was a summary of events 
at the insurance advertising conference in Lon- 
don last summer and C. A. Palmer told of the 
efforts of the delegation from this side, while 
Ba€. Brearley, president of the Brearley ser- 
vice organization, described the eagerness of the 
English insurance men to examine and adopt 
American advertising methods. 

Chauncey S. S. Miller, publicity manager of 
the North British and Mercantile, under the 
humorous pseudonym “Mr. Doolittle,” gave an 
amusing burlesque imitation of a country-town 
local agent and what he expected of his home 
office in the way of advertising specialties. 


VARIED DISCUSSION 


Topics at Tuesday Session of Ad Con- 
ference Cover Wide Range of 
Interest 


RESOLUTION ON “WASTE” 


President of Southern States Life Empha- 
sizes Need of Co-operation Between Ad= 
vertising and Underwriting De- 
partments 
[Special Dispatch by a Staff Correspondent] 
Pa., Oct. 28.—The 
meeting of the Conference brought out many 
and also gave the 


PITTSPURGH, Tuesday 


definite sales suggestions 
members the opportunity of hearing Homer J. 
Buckley, president of Yement & Co., 
Chicago, and chairman of the postal committee 
of the National Advertising Commission, who 
was the feature speaker at the luncheon gath- 
ering. Mr. Buckley did not mince his words 
in telling the Conference what he thought of 
used, 


3uckley, 


advertising methods as now 
and stated that unless more money was spent 
and better follow-up systems were employed 
as a complement to direct mail publicity, the 
effort would fail, as it has in the past. Eighty- 


five per cent of insurance direct mail adver- 


insurance 


tising is wasted because of poor choice of 
material and lack of support by personal calls, 
said Mr. Buckley. Some plan of helping gen- 
eral agents should be devised by the compa- 
nies, and the idea of service was to be kept 
paramount to the theory of salesmanship. 
President E. A. Collins presided at the lunch- 
but Clifford Mr. 


Buckley. 


eon, Elvins introduced 
The first business on Tuesday morning was 
a question box, directed by Chauncey S. S. 
Miller, during which problems submitted the 
previous day were threshed out on the floor. 
Changes in advertising copy were discussed 
by W. W. Ellis, H. B. Chapman and Miss 
Florence Barrett, and there was a diversity of 
opinion regarding the number of times a good 
advertisement could be run in the 
in different media. Pertaining to folder im- 
prints, Harry Warner of the Maryland Cas- 
ualty said that his company printed the agent’s 
name on the folder if he had turned in $1000 
in premiums. Some seemed to think that this 
was hard on the small-town agent but would 
work out in large centers. Mr. Miller, leading 
the question box, got an instant response of 
approval when he said that “statistics prove 
that the companies which are growing fastest 
are those that are the biggest advertisers, and, 
furthermore, they have an equitable loss ratio.” 
He urged the companies to pay for advertis- 
ing in the newspapers and trade press as the 
first means of securing favorable action on 
their publicity material. President Wilmer 
Moore of the Southern States Life, who entered 
his company as a Conference member, spoke 
of the value of harmony between the advertis- 
ing and underwriting departments of a com- 
pany. ; 
Fair proper advertising, 
stated L. A. Soper, would reduce the number 


same and 


commissions and 
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of calls made between sales by first-year men 
from forty to twenty-eight. After the lunch- 


4 


eon the question box was resumed until P. E. 
Taylor, Newark, relieved Mr. Miller as act- 
ing chairman. 

The afternoon discussion on “Waste” led to 
the presentation by C. A. Palmer of the follow- 
ing resolution, which was adopted: 


It undoubtedly is the sense of the advertis- 
ing departments of the many companies repre- 
sented at this Conference convention, that 
agents are very often forgetful of the expense 
of printed material. It is the feeling that with 
the combined effort of all of us a great deal of 
the valuable and expensive material gathering 
dust in the agent’s office could be avoided, and 
in most cases reduced. We can save a great 
deal of money that could be more properly de- 
voted to agents that used the material if we 
ceuld eliminate this waste. It perhaps has 
come to the attention of many of us that few 
agents are asking for large supplies from the 
home office without making proper use of them. 
We are continually seeking this information, 
and would regard it as a favor if we could 
be informed on this subject. Let us all keep 
waste—waste of effort, waste of material, 
waste of time and the corresponding waste of 
money—ever before us during the coming year. 





OTHER RESOLUTIONS OFFERED 
A. H. Reddall, publicity manager of the 


Equitable, offered resolutions thanking the 
judges who awarded the Holcombe Trophy 
for their services, and also thanking Mr. 


Thompson for his telephone presentation of 
the prize. Resolutions on the deaths of Con- 
ference members during the year, and ap- 
preciations of the work of President Collins 
and his associates, were also offered by Mr. 
Reddall. 

Shortly after Mr. Taylor took the chair he 
introduced John H. Wright, editor of Postage, 
who received an ovation at the conclusion of 
his address on the need for direct mail adver- 
tising and the value of letters as media for 
Mr. Wright flayed 
the insurance companies for their laxity im 
this matter, and said that although he carried 
$350,000 worth of fire insurance, in fifteen 
years he had never received a letter from any 
fire company and did not .know with whom 
his insurance was placed. Letters should be 
used to sell the companies to those who pay 
the premiums, said Mr. Wright, who was 
given a vote of thanks for his speech. 

“Waste,” as a topic, was handled by A. H. 
Reddall and R. L. Clark, who both spoke of 
the difficulty of getting agents to use the ma- 
terial with which they were furnished by the 
companies. Calendars did little good, it was 
agreed, and the companies should carefully 
check the supply and demand as_ regards 
agents’ sales helps. 

The annual banquet was held in the Blue 
Room of the William Penn hotel in the eve- 
ning, and elaborate entertainment features, pre- 
pared by E. L. Sullivan, advertising manager 
of the Home, and Charles Elliot, together with 
insurance journalists, drew expressions of ap- 
preciation from all those present. 

A burlesque of the two-day Conference pro- 
gram drew round after round of applause. A 
summary of the banquet activities will appear 
in next week’s issue of THE SPECTATOR. 


carrying sales arguments. 
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SALARY AND COMMISSION — , 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 














THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 


LONDON GUARANTEE & ACCIDENT C0, Lid, CENGLAND™ 


Head Office 55 Fifth Ave., New York 
C. M. Berger, United States Manager 


Philadelphia Branch Office 


Wood Building, 512-514 Walnut Street, Pitetichin, Pa. 
ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston; Mass. 








INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 











INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 








Reserve for Unearned Premiums .............. $1,251,042.79 

COLES? TIA 8 SS a erate eens arene 307,400.33 

COO ee eee $500,000.00 

PP ENING 5500S jovis toate insets Ses alee tee 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
TEN [TSS Rs eee ere ee REA AEE $3,161,605.48 

Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 


Wm. Palmer Hill, Asst. Secretary 


B. C. Lewis, Jr., Secretary 
J J. M. Leake, General Agent 


. C. Watson, Treasurer 











LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 

















Check Up On Sprinklered 


Properties 


Thousands of dollars in damage is done annually 
by the accidental discharge of water from svrinkler 
systems and the collapse of sprinkler tanks. 
Freezing, overheating, breakage of pipes and fit- 
tings, settling of buildings, and excessive pressure 
are but a few of the causes of sprinkler leakage. 


Every sprinklered risk in your community is a 
Sprinkler Leakage prospect! With the approach 
of winter weather with its inevitable freezeups, 
the selling of Sprinkler Leakage should be pushed 
vigorously. The American Eagle schedule and 
inspection service is at your disposal. : 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 








Cash 
‘ Capital: 
JAMES A. SWINNERTON One Million Dollars 
President 
AMERICA FORE” 
New York Chicago San Francisco 

















A VALUABLE NEW REFERENCE WORK 


CREDIT INSURANCE 


By 
SAUL B. ACKERMAN 


Assistant Professor of Insurance, New York University 
and 


JOHN J. NEUNER 


Assistant Dean, Northeastern University— 
School of Business Administration 


A PIONEER WORK ON THE SUBJECT 


Every Company Official, Agent or Broker 
who desires to be well informed as to 


CREDIT INSURANCE 


will find in this useful reference book a vast amount of informa- 
tion, presented in a condensed and readable manner, relating 
to 

Early Development of Credit Insurance 

Fundamentals of Credit Insurance 

Analysis of Policy Forms 

Special Riders in Policies 

Adjustments 

Approved Credit Risk Policy 

Service and Collection Department 
with numerous sub-divisions under these topics. 

An Excellent Reference or Text Book for 
All who are interested in 


CREDIT INSURANCE 


Price, per copy, $1.25 
Discounts on quantity orders. 


THE SPECTATOR COMPANY 


Sole Selling Agents (except the publisher) for the Insurance World 


CHICAGO OFFICE: 135 William Street 
Insurance Exchange NEW YORK 
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Examining Underwriters’ Annual Meeting 

The Examining Underwriters Association of 
New York held its October dinner-meeting 
during the latter part of last week. The meet- 
ing included the annual election of officers and 
the attendance was excellent. The salient fea- 
ture of the evening, however, was the re-elec- 
tion of President M. J. Zaengle, of the Svea, 
whose past year in office has been most pro- 
pitious for the entire organization. The re- 
ports of the various standing committees in- 
dicated excellent progress on their part; espe- 
cially was this evident with that of the mem- 
bership committee, which stated that in this re- 
spect the organization has had the best year 
since its inception. 

The annual election of officers resulted in 
the following taking office: 

President, M. J. Zaengle, of the Svea; vice- 
president, M. M. Guillan, of the Continental ; 
secretary, C. J. Penna, of the London Assur- 
ance; treasurer, A. E. Knoepfle, of the York- 
shire. 





The Insurance Institute 

Distinct progress in the affairs of the In- 
stitute can be registered this week because the 
meeting of the incorporators under the charter 
will be held on November 11, 1924, at 12:30 
p. m. at the Lawyers’ Club This meeting is 
for the purpose of accomplishing the following 
things: 

1. Accepting the charter which was granted 
by the legislature May 1, 1924. 

2. Adopting the by-laws which have been 
prepared by the attorneys. 

3. The election of officers as provided for 
in the by-laws. 

4. The acceptance of the property, privileges 
and responsibilities of the Institute from the 
present executive committee which was pro- 
vided for at the annual conference held in 
Hartford, Conn., on October 30, 1923. 

5. The transaction of any other business 
that may properly come before the meeting. 

6. Making provision for the conference to 
be held later at Philadelphia, Pa., this confer- 
ence to deal with the educational work of the 
different societies. 


Marine Companies Divide Office 

The Union Marine Insurance Company, 
Phoenix Assurance Company of London 
(marine department), Norwich Union Fire In- 
surance Society (marine department) and the 
Columbia Insurance Company (marine depart- 
ment), who have been associated for the last 
seven years with the Thames & Mersey 
Marine Insurance Company, the Liverpool and 
London & Globe Insurance Company (marine 
department) and North China Insurance Com- 
pany in a joint office will, by mutual arrange- 
ment with the latter group, open their own 
office in New York for the transaction of 
marine business as from January 1, 1925, and 
have appointed as their United States marine 
manager, N. C. Spelman, who is at present 
deputy assistant marine manager for all. 

The marine office of the Phoenix Group on 
and after January 1, 1925, will be at 47-49 
Beaver street. 
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NEW YORK SURVEYS 

The Council Publications.—The organiza- 
tion of the rating managers and/or secretaries 
of the rating bureaus in the Eastern part of 
the country having the general title of the 
Council has accomplished some things, and 
among others it has produced 278 pages as a 
record of its activities. There are times when, 
on considering these things, one is led to con- 
clude that, after all, the burning of some of the 
great libraries in the past was not wholly a loss 
to the world, although in some respects it was, 
but a glance to-day at the way in which rec- 
ords pile up leads one to believe that fire waste 
might be applied to certain forms or collec- 
tions without any intense grief being aroused. 

The Proposed Building—About once in 
so often somebody proposes a building to be 
occupied entirely by the various organizations 
which are maintained by the insurance com- 
panies. This refers to the fire bodies. An effort 
is now under way to bring this about and the 
terms of leases are being examined as well as 
reports secured as to the amount of space 
needed by the different organizations. Real 
estate dealers are naturally interested and have 
come forward with offers of sites for the 
examination of the committee. It is difficult, 
of course, to unite in a project such as this, 
the many different interests which, after all, do 
not have a common purpose, although they may 
seem to have. 
connection with the new building project and 
with some changes in view in the different 
organizations, there is talk of consolidation, at 
least of some activities, if not all. A history 
of consolidations does not in general afford 
much comfort to those who look for a lessened 
expense thereby. In the beginning of these 
movements great stress is usually laid on the 
money that will be saved, but in actual practice 
very little is saved. How much, for instance, 
has the expense account of the companies been 
reduced by the various consolidations under one 
management which have been brought about? 
Probably none at all. 

The Examination of the Exchange.—The 
State Insurance Department through its proper 
staff is engaged in examining the New York 
Fire Insurance Exchange. It has been intimated 
that the play will run for approximately six 
months. It has been further intimated by the 
examiners that they have actually found in 
reading the minutes of by-gone and forgotten 
days some matters that were interesting. Some 
people have a rare sense of humor. 


BOSTON AND VICINITY 
Firemens Fund Opens New Office.—Presi- 
dent J. B. Levison of the Firemans Fund and 
Home Fire and Marine came on from San 
Francisco for the opening of the new Firemans 
Fund’s Eastern department headquarters last 
Wednesday. The new offices occupy the entire 
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eleventh floor of the fine new Atlantic National 
Bank building, numbered 10 Post Office square 
and 100 Milk street. Together with Manager 
Cairns President Levison received hundreds of 
brokers, agents and executives, many from some 
distance out-of-town. The floor space in the 
new quarters is some 16,000 square feet, which 
is thought ample for the present. 

Fred R. Smith Heads Massachusetts Asso- 
ciation.—“The public must be educated” was 
the sum and substance of what all the speak- 
ers had to say at the twenty-fifth anniversary 
convention of the Massachusetts Association of 
Insurance Agents, held at the new chamber of 
commerce last Friday. Guy E. Beardsley, vice- 
president of the AZtna; Edward C. Stone, coun- 
sel for the Employers Liability; John W. 
Downs, manager of the Insurance Federation, 
and James L. Buffinton of Fall River were the 
principal speakers. The reciprocal situation and 
compulsory automobile legislation 
were discussed at length, there being some 250 
present. Fred R. Smith of Haverhill, for 
twenty-four years active in the insurance busi- 
ness was elected president of the association, 
The reports showed it to be in flourishing con- 
dition. 


insurance 


Commission Situation in Texas 

AustTIN, Tex., October 25.—Injunction pro- 
ceedings may be instituted in the State courts 
to test a recent order issued by John M. Scott, 
State Commissioner of Insurance, in which he 
advised general fire agencies that the practice 
of dividing commissions with non-resident in- 
surance brokers would be prohibited, and in- 
dicated that agencies that violated the order 
would very likely have their licenses revoked. 

While a number of the leading fire insurance 
agencies in Texas have indicated to Commis- 
sioner Scott that they not-only enforced the 
order but would comply with its provisions, 
it develops that a group of insurance companies 
doing business in Texas, represented by Col. 
William Thompson of Dallas, have objected to 
the order. 





Death of Carl von Thieme 

Carl von Thieme, founder and general man- 
ager of the Munich Reinsurance Company for 
more than forty years, is dead. He retired 
as general manager in January of 1922, con- 
tinuing, however, as a member of the board 
of directors. 
prominent insurance man both abroad and to a 
lesser extent in this country. As an honor 
to his large insurance interests several years 
ago the title of Doctor of Economics was con- 
ferred upon him. 


Mr. von Thieme was a very 





—New officers of the Fire Insurance Society of 
Newark are as follows: C. Weston Bailey, president; 
F. C. White, vice-president; W. G. Young, treasurer, 
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A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 




















"0. G. L. BUILDING Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | } | } 
Males and Females alike. sggiyhnscelit _ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. FS and ; — 
‘ommercia eo OQ] 
koa We have openings in Ala., Ark., Dela., D. C., Fla., Ga., [ll., Ia., o = 5 ee > ge 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. : , eee 


Old | Fed- Illinois 
Colony] eral | Merch 
Lifell Res. erchants 


THE OLD COLONY LIFE INSURANCE COMPANY Spb || Truseco._ | 


Fi 




















_—— 





of CHICAGO, ILL. JACKSON BOUL. 
B. R. NUESKE, President oes Board | 
Exchange Trad 
rade 











The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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They’ve Got the Goods ' 
y Ten Selling Features 
A commercial salesman with hundreds of 


Mantigring oie | . of the 

items in his line, offers possibly only one to |, ¢ : F : 
this customer, and a certain few to another, Bele National Life Aceumulation 
according to his knowledge of what will ap- Eels ° 

peal. But it takes all of them to arouse the P olicy 
interest of all his customers. He must have 
the goods. 














| 
| 
| . js : 
(1) Costs but $319 per $10,000—age 35. 
(2) Accumulates to $4,489.70 in 20 years. 
3 . aa is (3) At death thereafter pays $14,489.70. 
A Peoria Life agent has the goods; partici- | : (4) Gives insured full investment value of all 
| 
| 
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pating and non-participating policy contracts; lat ., ,, excess paid, and 
Oe aE x nee » tinedthi ‘. : (5) the privilege of using the accumulation, =F 
ouble indemnity and income disability bene- E (6) or its interest for the payment of premiums, See 
: Se : : = es - ca Ee ok fe 
fits, special policies for children, and insurance (7) or of withdrawing it at any time, Eli 
pasate" ney i. EI (8) with no reduction of insurance benefits EE 
for women on equal terms with men; all the |Z (9) and me interest charee. aes 
staple plans, plus others with distinctively at- EE (10) Any balance in the accumulation fund is a 2 
“a > : taf | payable to the beneficiary as additional =f3 
tractive Peoria Life features. | alzt insurance. Efe 
He need never display all his wares to win é Compare this with similar insurance. Decide EI 
: 1 ie 4 i. 1 = Ere now to investigate this and other feature policies = 
one prospect. But hav ing them all, 1€ 1S | BE of the National Life. Write for agency oppor- EF 
prepared to meet any emergency, to satisfy |} = suntes. s 


any need. 
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Peoria Life Insurance Company 


Peoria, Illinois. 
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How a New World’s Record Was Established by C. H. 
Smith, Who Wrote 262 Cases in One Month 


vass in any larger towns and a large number . never ke able to work the vein entirely out. 


WO new life insurance records have been 

established—one for writing the largest 

number of completed cases in a month’s 
time and the other for the greatest number 
of applications written with advance payments 
in the same period. C. H. Smith, a representa- 
tive of the National Life of Vermont, is the 
new title holder in both cases. His record is 
262 completed cases in a single month, all with 
advance payments. 

The previous world’s record for the largest 
number of completed cases was 251 estab- 
lished in the month of September by I. M. 
LaPlant of While the previous 
record for the largest number of applications 


Wisconsin. 


with advance payments is not known, it is be- 
yond doubt that inasmuch as Mr. Smith has 
beaten all records for the largest number of 
completed cases in a month he also has ex- 
ceeded any previous record made for the num- 
ber of advance payments within that period. 

Smith 
September 15 and finished October 15, a thirty- 
one-day period. He began practically without 
Preparation and had absolutely no half-com- 
pleted or partly-sold cases on tap to help him 
The only 
thing he did was to send out a letter to a few 
of his friends and former policyholders, tell- 
ing them what he intended to do, and to make 


Clarence started on his campaign 


out in the first days of his canvass. 


up a list of about sixty prospects which he 
never consulted until the last day of his drive. 
When he did examine this list he found that 
he had already sold fifty-five of the names on 
the list. 

Mr. Smith made his entire canvass, with the 
exception perhaps of half a dozen cases, in 
Cattaraugus county, and the bulk of the work 
was in the village of Cattaraugus, which has 
only about 1500 population. 


He did not can- 


of his cases were written among the farmers, 
as is indicated by the fact that he traveled an 
average of 45.37 miles a day. 

One thing that helped Mr. Smith, of course, 
was his wide acquaintance in his home town 
and thereabouts. However, he had previously 
worked the territory over pretty well and up 
to the time he made his big drive he had come 
whether there was much business 
He found that there were 
plenty and now he is convinced that he will 


to wonder 
left for him to write. 





During the past few weeks the record 
for the number of life insurance policies 
sold in one month has several times been 
broken. This fact, however, did not 
deter C. H. Smith from carrying out his 
intention of establishing the record in his 


name. The article herewith describes 
vividly the kind of fight he made—under 
the most adverse conditions—to better 


the previous record of 251 cases which 
was made during the month of Septem- 
ber by Earl M. LaPlant of Sturgeon 
Bay, Wis. Mr. Smith is an agent of 
the National Life Insurance Company of 
lermont, Montpelier, and works almost 
entirely in the country districts. Had he 
been able to organise his medical force 
better he would have completed 288 cases 
instead of 262 which were actually writ- 
ten. Its all the more to his credit that 
he accomplished this during a_ presi- 
dential campaign season, when business 
conditions are none too good, to put it 
nuldly. The story brings out strongly 
two important things: first, that a terri- 
tory which Mr. Smith himself believed 
was thoroughly worked out, was and is 
still a gold mine for a hustling agent; 
secondly, that nothing is more valuable 
to an agent than a wide acquaintance in 
his own territory. 











H. A. Vidal is the manager of the Buffalo 
National Life, 
As soon as he had started on his 
canvass, Mr. Vidal began sending out bulletins 


office of the from which Mr. 


Smith works. 


on his work to general agents of the vicinity, 
all general agents of the National Life and to 
The 


persons who received the bulletins began writ- 


the home office officials of the company. 


ing letters of encouragement to Mr. Smith and 
this constant flood of mail coming from all 
United 
record 


parts of the States helped keep the 


would-be breaker on his toes. Once 
he began getting these letters he realized that 
he had to carry on, no matter what happened. 
Mr. Smith’s 


automohile broke down one day when he was 


Plenty of things happened, too. 


miles from a service station and that day he 
After he got started 
he found out that it was almost impossible for 


only wrote four cases. 


five physicians to keep up with him on account 


of the scattered territory in which he was 
writing insurance. 
Mr. Smith 


record of 


started out to break a world’s 
established by R. M. 
Alabama and he had just got 
Dan V. 


the record again, running it up to 221. 


213 «cases, 
Vandiver of 
Edmundson broke 
And 


then, in the last days of the campaign, after 


nicely going when 


Mr. Smith had piled up enough business to 
beat Mr. came that Mr. 
LaPlant had won high honors with a score of 


Edmundson, word 
Sey. 

At that moment it looked as though he were 
beaten. He had written enough business to 
make it possible for him to beat LaPlant in 
the few remaining days, but there seemed no 
possibility that the examining physicians could 
catch up. He plunged into the hearbreaking 
task of writing more business and of helping 
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his physicians do their work. He took physi- SUMMARY OF DAILY REPORTS, C. H. SMITH, CATTARAUGUS, NEW YORK, SEPT. 15 TO OCT, 15, 1924 
cians out into the country to examine cases pli we Record for one month for largest number of lives procured with advance payments obtained with ape 
a cations, 
and brought applicants into town to be Total Applications Procured 288* 
° . oq: Business Written 
examined. At the same time he began piling ‘ Calls Calls Calls Inter- (All first interviews) by sag Extra ye 
i Pe i ol ial ta re Sept.-Oct. (Not (Busy) (Out) views Old policy- Other than Adv. Orderedon Hrs. i 
up as much business in town as possible, with 1924 F eon holders _policy- Pay’t) original Worked wile 
the thought that he could replace some of the ested) closed holders —- eled 
. . . close 10ns 
country business with town business and thus ree as 
: : F 5 ; 19,5 
save time for the doctors. The day before the 16 . 2 : . TT oo” ot 300 = . 
seal Sere ; 1 2 3 13 3 8 16,000 5,000 13 
end of the campaign, Mr. Smith’s doctors had 18 : is 4 : 18,000 a2 & 
exactly 199 cases completed and the balance, 19 1 16 6 9 17,000 13 35 
A : 20 15 2 11 14,500 9,000 9 18 
63, were examined in the last few days and 22 3 20 4 12 21,000 9,500 14 17 
: - rs 56 : 7 
some of them written. Four new cases were = 3 5 13 iI 12'500 77000 1414 33 
25 1 2 14 11 16,500 14 40 
26 4 14 1 9 27500 1,000 15 68 
27 1 4 14 2 10 17,500 6,500 9 40 
29 2 1 4 10 2 8 9,000 3,000 13 40 
30 7 11 2 8 16,000 7,000 14 54 
1 12 10 10,500 4,000 14 60 
2 12 4 6 12,500 3,000 15 40 
3 1 3 18 3 7 11,000 3,000 16% 90 
4 1 15 2 8 13,300 5,500 13 45 
6 1 2 1 11 10 11,000 2,000 15 40 - 
7 1 1 5 11 1 9 16,000 15 50 
8 i 1 12 1 9 12,000 1,000 15 40 
9 1 4 4 3,500 1°000 6 43 
10 5 12 4 6 10,000 2,000 15 3 
11 4 7 3 4 6,500 1,000 15 30 
13 1 7 2 5 6,000 1,000 15 10 
14 1 3 z 8,500 1,000 15 60 
15 2 1 16 6 8 14,000 2/000 16 65 
Total 6 £27 56 338 62 226 $382,300 $855,000 368 1,225 
Daily Av. 7 
(27 working 7 al 
days) 122 1 2.07 12.51 2.3 8.37 14,148 3,148 13.63 45.37 ‘s 
*Of the above 288 cases written, 262 for $382,000 were completed and forwarded to Home Office between Septem- | be 
ber 15th and October 15th, inclusive. 
_ written and examined in the last hour of the He went into the campaign with a dogged " 
campaign. determination to be the winner, and he let no 2 
; , : : ne 
C. H. SmirH Mr. Smith has proved that he is a fighter. obstacle stop or turn him aside. As a mat- 
ter of fact he wrote considerable more business ij 
than was indicated by the score. He wrotea 
: us 
total of 288 cases, all with advance payments d 
: : . € 
during the month, twenty-six of them being 
uncompleted at the time the campaign closed, al 
His volume of business with advance payments | 
sf ip = su 
was $382,300, and an additional $85,000 ordered : 
Ed Ny Meg on original applications signed previously. : 
Best of all he has agreed with Mr. Vidal fn 
that he will go back over all this territory, 
- now that the big campaign is done and see . 
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. ane (Continued on page 2 
for farm and city loans eliminate the hese 24) fe 
e ° . the 
reexamination of abstracts, increase ~ 
safety and reduce expense. A Company with Friends ab 
Everywhere mi 
F tio 
Send for our special booklet T.S. The agent who is selling insurance in ns 
this Company, which for seventy-three the 
years has been rendering unexcelled aes 
NEW YORK service, does not work alone. Wherever bn 
he may be, he finds enthusiastic friends pon 
ready to help him by testifying that there . 
. T M : , Ms 
’ ITLE AND ORTGAGE is no better company in the land than the ag 
Ve old Massachusetts Mutual. Its enviable | 
1 4 : he 
1 Ae record for service and the low net cost of Bu 
\ f the protection furnished make a combina- “ 
18 135 Broadway; New York City tion that assures success to any real a 
bs y worker in the field. . . 
Ti Capital Funds over $10,000,000 JOSEPH C. BEHAN, ‘ai 
Superintendent of Agencies as 
Affiliated with the in 
fi Massachusetts Mutual - 
€ 
AMERICAN TRUST COMPANY Life Insurance Company 
Springfield, Massachusetts ve 
Incorporated 1851 f 
ore 
——" 
2a 








45.37 


en Septem- 


a dogged 
he let no 
S a mat- 
> business 
> wrote a 
payments 
em being 
n closed. 
payments 
0 ordered 
isly. 
[r. Vidal 
territory, 
and see 
olders is 


Seen eel 


nds 


ace in 
-three 
celled 
arever 
riends 
there 
in the 
viable 
ost of 
:bina- 
y real 


ual 
any 

















October 30, 1924 


THE SPECTATOR 


LIFE INSURANCE EDUCATIONAL SECTION 





unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








Optimism About Prospect’s Health Helps Sales 


By Frank H. WItiraMs 


Of course, a great many successful life insur- 
ance salesmen have their own individual quirks 
in selling policies. Some of these quirks could 
be used with equally good success by other 
agents, while others could not, but all of them 
are interesting to all life insurance salesmen 
nevertheless. 

One particulaly interesting quirk in selling 
life insurance which, it would seem, could be 
used equally well by other agents, is that 
described by the user as follows: 

“My particular little twist is to always tell 
all my prospects that their purchase of life in- 
surance is going to be their vindication. It is 
going to prove to themselves and to their fami- 
lies and to the world that they are in just as 
fine health as they appear to be. 

“I have found that the average man dreads 
a physical examination. The average man, 
quite generally, has an idea that although he 
feels all right and although he looks all right, 
there may be some dread disease gnawing at his 
vitals and he fears to find out the exact truth 
about himself. 

“Consequently, there is no doubt at all in my 
mind but that the fear of the physical examina- 
tion which is necessary before life insurance 
can be purchased holds back more men from 
the purchase of life insurance than is fully 
realized. Of course, this real reason for not 
buying insurance may be disguised in various 
ways. The prospect may say that the reason 
he doesn’t want to buy is a lack of money. Or 
he may say that he is carrying all the insurance 
he needs or all that he feels he should carry. 
But, back of these excuses, there will practically 
always be found a more or less active fear 
of the physical examination. 

“So it is evident that whenever I can over- 
come this fear in a prospect who is holding 
back about purchasing life insurance, I am do- 
ing something which is bound to help me make 
Sales, 

“And, of course, the proper time to kill this 
fear is right at the start of the interview be- 
fore the prospect’s unconscious fear has a 


chance to rise up and hold him back from plac- 
ing his signature on the dotted line. 

“Tt is because of this idea regarding all pros- 
pects that I constantly assume toward the pros- 
pects a cheerful attitude toward their health 
and their chance for longevity. I never try to 
scare a man into buying insurance. My chief 
argument in making a man buy insurance is 
that his purchase will make money for him 
personally which he will live long enough to 
enjoy, if he buys an endowment policy. I never 
talk about the possibility of the prospect dying 
or anything like that. 

“When I start on a prospect I greet him 
something like this: 

“*You sure are looking good, Charlie!’ 

“Right away that makes the prospect feel 
good. There is hardly anything that pleases a 
man so much and shoots him so full of pep as 
to have someone tell him that he is looking fine 
and dandy, and that he is the picture of health 
and all that sort of thing. And there’s nothing 
that will so quickly make a man dispirited and 
down at the mouth as to have someone tell him 
that he is looking badly and that he ought to 
see a doctor. 

“So my approach puts the prospect in a 
cheerful mood. It makes him feel kindly 
toward me and toward all the world and that’s 
the best sort of a help to me in making a sale 
to him. 

“Following up this approach I say something 
like this to the prospect: 

““T wish that all of the people to whom I 
try to sell life insurance were as healthy as 
you are. Its kind of discouraging, you know, 
to get a man’s signature on the dotted line and 
then send him to a doctor for a physical ex- 
amination and find out that he cannot get by. 

““But there wouldn’t be anything like that 
with you. I’ve had enough experience in meet- 
ing men and sizing them up as prospects for 
life insurance to know a one hundred per cent 
healthy man when I see him. So that makes 
it easier for me in trying to sell you life in- 
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surance. I know that if I can get you to sign 
up for a policy you'll get through with flying 
colors when it comes to the doctor’s examina- 
tion.’ 

“That sort of talk makes quite a hit with 
most men. It is, in many cases, considerably 
different from the scare stuff that has been 
handed out by other life insurance salesmen 
and so the prospects highly appreciate the 
change. 

“Then I go on about like this: 

“ts a rather funny thing about physical 
examinations. I have found that when a pros- 
pect doesn’t fear a physical examination at all 
and when he has no hesitancy at all about go- 
ing to the doctor and letting the doctor look him 
all over and pound him on the back and listen 
to his heart and all that sort of thing, there’s 
more chance that the prospect won't get 
through than there is when the prospect fears 
a physical examination. 

“Tt seems as though one of the symptoms 
of good health is a dislike for anything which 
is designed for the purpose of discovering hid- 
den defects. In almost every instance I’ve 
found that when a man who buys insurance 
from me has a fear of a doctor’s examination 
or dreads such an examination, he’s in perfectly 
good health and goes through swimmingly. 

“‘Now I don’t know how you feel about 
facing a physical examination, but just from 
seeing how healthly you look I’d say that, in 
all probability, you have a sort of squeamish 
feeling about going to the doctor for a physical 
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examination. You may never have said as 
much and you may never have thought much 
about it, up to the present time, but I’m just 
about willing to bet that you'd buy insurance 
much more quickly if you didn’t have to face 
a physical examination to get it. Am I right?’ 

“At this the average prospect looks up at 
me with a surprised and rather sheepish smile 
and says something like this: 

“*Ves, you're right. I know it’s a silly thing 
but the fact is that I do hate the thought of 
having the doctor look me over.’ 

“Then I smile at the prospect. 

“*That’s fine!’ I tell the prospect. ‘That’s 
great! That’s the best sort of an indication 
that you’re O. K., all wool and a yard wide. 
Knowing healthy people when I see them the 
way I do, and with this additional indication 
of your good health, you can banish all fears 
about your physical condition and face the 
doctor without any hesitation at all. It will 
be clear sailing for you—no trouble and no 
bother at all. 
we'll get the physical examination over in a 
jiffy.’ 

“That’s pretty cheerful talk and the pros- 
pects all seem to like it and it almost never 
fails to help me in making a sale. 

“That stuff about a fear of a 
examination being a sign of good health is a 
masterly touch, if I do say so myself. That 


Just sign right here now and 


physical 


gets ‘em, if nothing else does. 

“Not only do I take a cheerful attitude about 
the prospect’s health at the time of actually 
soliciting his life insurance business, but I am 
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constantly and eternally optimistic about the 
state of health of all people I come in contact 
with, whether they can be looked on as imme- 
diate prospects or not. 

“I’m perfectly willing at all times to let the 
other fellow’s talk about germs and the preva- 
lence of disease and the certainty of death and 
all that sort of thing. There are plenty of 
people always ready and willing to scare folks 
half to death about their physical condition and 
the likelihod that they won’t see the year out 
and all that sort of thing. 

“The fact ef the matter is that there is so 
much of this sort of thing that anyone who 
assumes the exactly opposite attitude and who 
preaches good cheer and health and happiness 
is something of a novelty—a very pleasing 
novelty indeed, particularly among the sellers 
of life insurance. And as novelties always get 
attention and as cheerful novelties are particu- 
larly delightful, it isn’t surprising that I am 
welcomed wherever I go and that I am con- 
stantly increasing the numbers of my friends 
and acquaintances. 

“Health and long life and the enjoyment in 
later years of the savings of young years— 
these are the things that I keep constantly 
hammering at and these are the things that have 
been of the greatest possible help to me in mak- 
ing more and more sales of life insurance.” 





Breaks Record 
(Concluded from page 22) 
thoroughly sold on the value of life insurance. 
He has also agreed not to let his efforts lag 
but to write 100 new policies between October 
15 and December 15. 

It should be mentioned that Mr. Smith has 
been writing insurance with advance payments 
only for a long period. During more than 
twenty-two consecutive months he has not taken 
a single application unaccompanied by an ad- 
vance payment. 


Elements of Business Statistics 

Under the title Elements of Business Statis- 
tics, Robert Riegel, Ph.D., professor of insur- 
ance and statistics in the Wharton School of 
Iinance and Commerce, University of Penn- 
sylvania, has written an interesting work of 
550 pages, which has been published by 
D. Appleton & Co. 

This volume is intended to describe the prin- 
ciples of statistics that are especially applicable 
to the solution of business problems, and will 
be of much service to executives, accountants, 
students and employees in the statistical de- 
partments of insurance companies and other 
business enterprises. 

In many fields of business endeavor the 
methods of statistics may be profitably em- 
ployed, and this extensive and careful study of 
their use as a practical business tool will make 
them fully familiar to business men and stu- 
dents of business. In the business of insurance 
of all classes the use of statistics is so com- 
mon and necessary that this book will be studied 
with great interest by all who have to do with 
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the statistical exhibits and analyses affecting 
the insurance business. 

The book is thoroughly illustrated by means 
of graphs, tabulations, etc., and its comprehep. 
siveness is indicated by the following chapter 
titles, there being numerous sub-titles in each 
chapter : 

I. The Development and Fundamental Prip. 
ciples of Statistics. 

Il. Functions of Statistics. 

III. Classification of Statistical Obserya- 
tions. 

[V.-V. Graphic Presentation. 

VI. Methods of Collecting Statistical Facts, 

VII. Statistical Units. 

VIII. Tabulation of Statistical Facts, 

IX. Ratios. 

X. Averages—Their Calculation. 

XI. Averages—Their Application, 

XII. Dispersion. 





XIII. Skewness. 

XIV. Trends, Cycles and Seasonal Varia- 
tions. 

XV.-XVI. Correlation. 

XVIII. Principles of Index Numbers. 

XIX. Application of Index Numbers. 


There are also four appendixes dealing with: 

I. Some Requisites for Graphic Representa- 
tion. 

II. Logarithms and the Slide Rule. 

III. Table of Logarithms. 

IV. Table of Squares and Square Roots. 

In these days not only are statistics used 
for the gathering of facts, but statistical method 
is essential in ordering and interpreting such 
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facts. 
introduction to all the operations incidental to 
the statistical investigation of problems of busi- 
ness and finance. The book is a practical one 
and every page is intimately connected with 
through illustration of 
statistical methods by actual cases. In the first 
chapter the developments and principles of the 
science of statistics are outlined, and in sub- 
sequent chapters the various purposes statistics 


Dr. Reigel in this book provides a clear 


business conditions 


can serve in modern business are clearly in- 
dicated. 

As the diagrammatic form of presentation 
has an especial value for explanatory purposes, 
the chapters on graphs have been given promi- 
nence in the fore part of the book. 

This valuable collection of ideas and in- 
formation upon the preparation and use of 
statistics will be found of much interest by all 
insurance men who are accustomed to analyzing 
various phases of their business. The book is 
substantially bound in cloth and its price is $4 
per copy. Orders will be filled by The Spec- 
tator Company. 


The Spectator’s Special Service Bureau 


The writer wishes to take this means 0! 
thanking you for the service you did him by 
giving his name to the ............ Insurance 
Company. As things look now there is a poss 
bility of becoming associated with this com- 
pany. If this connection is made it will be 
due to a large extent to your service and C0 
operation. My warmest thanks cannot begi? 
to express how much I appreciate what THE 
Spectator has done in the way of service— 
M. W. Van Gieson. 
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Disease Prevention and the International 


Health Board 


By Freperick L. Horrman, LL.D. 


Consulting Statistician, the Prudential Insurance Company of America 


An immense amount of mere lip service is 
rendered to the cause of disease prevention and 
mortality reduction. Much of it is the expres- 
sion of a pious hope rather than the announce- 
ment of a definite program giving the assur- 
ance of certainty of results. The medical pro- 
fession is strongly given to over-emphasis on 
the preventive character of general medical 
work. But, as a matter of fact, the general 
practitioner does not prevent disease, or rather 
its onset, but is engaged in the prevention of 
needless suffering and of premature death. The 
curriculum of medical schools makes little pro- 
vision for the teaching of preventive practices 
which for their attainment require a totally 
different form of education and training than 
the practice of medicine as a healing art. No 
one has essayed to better advantage upon this 
matter than Sir James McKenzie in his epoch- 
making work on the “Future of Medicine.” 

Of a totally different character is the work 
of certain health promoting foundations, of 
which the one established by John D. Rocke- 
feller holds the rank of pre-eminence both in 
The preventive 
work of this organization is chiefly carried on 
through the International Health Board, the 


its aims and achievements. 
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tenth annual report of which has recently been 
published for the information of the public. To 
life insurance companies particularly, this re- 
port carries a message of far-reaching hope. 
No insurance company could possibly expect 
to carry on medical educational research and 
preventive measures approaching in magnitude 
of scientific attainment, the work of this really 
extraordinary organization. 

From July 1, 1913, to the end of 1923 the 
National Health Board has expended $11,812,- 
835. During 1923 the expenditures reached $2,- 
452,728. 


concerned with the relief and control of hook 


The work of the board is primarily 


worm disease, with rural health work, with 
malaria control, yellow fever control, tuber- 
culosis in France, public health education, pub- 
lic health administration and miscellaneous 
activities which need not be enumerated. 

The major expenditures have been on ac- 
count of hook worm relief and control amount- 
ing during the ten years under review to $3,- 
960,867. The work is carried on in the United 
States, the West Indies, Central America, 
Seuth America, the far East and also in vari- 
ous other countries. In the United States dur- 
ing the last ten years $553,941 has been ex- 
pended, mostly limited to a period preceding 
1921, since which time this work has been taken 


over by local authorities wherever necessary. 
It is hardly required to point out that the hook 
worm problem is one practically limited to the 
Southern States. It is perhaps the most in- 
sidious factor undermining the health of enor- 
mous numbers of people living in comparative 
ignorance and under decidedly unsatisfactory 
sanitary conditions. It is not going too far to 
say that millions who woula formerly have been 
practically ineligible for insurance are, as the 
result of hook worm education and eradica- 
tion, in a condition of passing a first-class med- 
ical examination. Perhaps the most illuminat- 
ing example is what has been done in Porto 
Rico, where Dr. Ashford, soon after the island 
came into our possession, was the first to 
direct attention to the nature of the disease 
and the possibility of its control and gradual 
eradication. 

Setween 1910 and 1923 through the instru- 
mentality of the International Health Board 
4,387,000 people have been examined for hook 
worm infection. The diagnosis in 58.2 per cent 
of the cases was positive and 59.5 per cent 
were given treatment. In the Southern States 
within the period under review 1,413,000 per- 
sons were examined, of which, 36.7 per cent 
were found infected and 49 per cent were given 
treatment. The proportion infected was ex- 
tremely high in the West Indies, or 91.4 per 
cent, but it was as high as 67.6 per cent in 
South America and 68.8 per cent in the State 
of Mississippi. Even more startling figures 
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were produced during the earlier period in Ten- 
nessee, where 74.2 per cent had become infected 
and in Virginia 87.9 per cent. As thus stated, 
the problem clearly emphasizes the supreme im- 
portance of control measures under skillful 
direction. In many sections of the world, it 
is not going too far to say, that through the 
efforts of the International Health Board a new 
race of people is coming into being. From the 
point of view of economic exploitation depend- 
ing upon a native labor supply, this is an 
achievement of the very first importance. 

The health board has been largely instru- 
mental in the eradication of yellow fever in 
particular localities. According to the last re- 
port yellow fever was eradicated from Guay- 
aquil in 1919 and Peru in 1921. - No cases are 
known to have appeared in Nicaragua or 
Guatemala since 1921. A few cases were re- 
ported from British Honduras in 1921 but the 
epidemic was easily controlled. In Mexico con- 
trol operations were formally closed in Novem- 
ber, 1923, and no cases have been reported 
there since December, 1922. Early in 1923 sev- 
eral hundred cases were reported at Bucara- 
manga of the State of Santanser, Republic of 
Colombia. On invitation from the government, 
experts were sent out and the diagnosis of yel- 
low fever was confirmed and control measures 
were instituted. No cases have been reported 
since May, 1923. 

The board has a similar gratifying record to 
look back upon, for certain portions of Brazil 
participated in partly by Dr. Noguchi, “who 
carried on further research in the etiology of 
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yellow fever and demonstrated the presence of 
Leptospira Icteroides in Brazilian cases, and 
showed again the value of the Pfeiffer reac- 
tion in diagnosis.” Finally with reference to 
West Africa, where the situation is still one 
of great difficulty, much progress was made 
as the result of a commission sent out in 1920. 
It is planned to send out a new commission 
to make further studies. It, of course, would 
be entirely premature to say at this time that 
yellow fever has been eradicated, for it still 
continues to occur sporadically in different sec- 
tions of the globe. But enormous progress has 
been made in control measures and it is safe 
to say, at the present time, that provided there 
is early notification of cases the likelihood of 
a widespread epidemic is eliminated. 

From a life insurance point of view the work 
of the board in connection with malaria 
eradication is of particular interest. The aim 
is primarily to study methods of control and 
to induce local authorities to carry out plans 
that appeal to the public as justified by past 
experience. The present general campaign 
against malaria in the Southern States started 
in 1917. A large number of different efforts 
have been made to establish a standard method 
of procedure. What is good for one locality 
may be absolutely out of the question for an- 
other. While primarily the general question 
involved is one of effective drainage, it is even 
of more importance in sections largely inun- 
dated or subject to periodical overflow. Further- 
more, what is easily feasibie with an intelligent 
white population may be utterly impossible with 
a more or less ignorant population of negroes. 
That malaria has been enormously reduced in 
frequency during recent years is well known. 
Certainly the mortality has diminished in practi- 
cally all of the principal Southern cities. How 
far this result has been achieved in rural areas 
is more or less doubtful. It is not easy to 
exaggerate the importance of malaria as a con- 
tributory factor in other diseases. Malaria un- 
questionably to-day is of a less serious type 
than in former years. This is probably the 
result of better nutrition, better attention to 
matters of public and personal hygiene and a 
lesser prevalence of gross intoxication. But 
primarily the result must be attributed to a 
more general inclination on the part of the 
affected public to apply for the earliest possible 
medical treatment. In malaria, as in many 
other diseases, the outcome depends essentially 
upon the promptness with which remedial meas- 
ures are applied. There can be no question of 
doubt as to the vanishing of the more viru- 
lent types of malaria while black water fever 
is now very rarely met with. 

The International Health Board has made 
extensive studies of malaria in tropical areas, 
particularly in Nicaragua, Palestine and the 
Philippines. In many localities, as the result 
of experimental research, the board has suc- 
ceeded in bringing about the introduction of 
suitable fish for the destruction of the larva 
of the anopheline mosquitoes. This often is a 
feasible method where others are inapplicable. 


The report for 1923 contains an interesting 


discussion of the spleen index in malaria. As 
a general rule, excessive spleen enlargement in 
this country is rather rare, but in a series of 
338 cases in Lee county, Ga., a definite correla- 
tion was found to exist between the size of the 
spleen as measured by the Plasmodia in the 
pripheral blood. Very large spleens were 
encountered in regions where the incidence of 
malaria was high but chiefly among people 
who were underfed and, therefore, unable to 
throw off the infection promptly. This con- 
firms what has been said previously as regards 
the relation of malaria decrease to the im- 
proved nutrition of the Southern people. 

The foregoing will serve the purpose of call- 
ing attention to the far-reaching influence of 
the work of the International Health Board 
upon the general death rate and the health 
conditions of the American people. But from 
a broader point of view the results are of value 
in that they unquestionably assist materially 
in making large areas of the tropics habitable 
and subject to decidedly better health condi- 
tions. The time cannot be far distant when 
the exploitation of the tropics, particularly, of 
Central and South America, will be on a much 
larger scale than is at present the case. Since 
the life risk involved in such exploitations is 
primarily shifted upon life insurance companies, 
the results of what is being done and the pres- 
ent-day tendencies are well worthy of more 
serious consideration. 

The work of the International Health Board 
constitutes but a fraction of the immense activi- 
ties of the Rockefeller Foundation, a review of 
which, for 1923, by George E. Wincent, its 
president, makes fascinating reading. The 
foundation is concerned with the recruiting 
and training of scientists for a large variety 
of purposes. It is engaged in developing 
methods of professional training for health 
workers. It encourages higher standards of 
medical education throughout the world by 
giving particular attention to the medical activi- 
ties of the Orient. The Rockefeller Institute 
for Medical Research has a world-wide repua- 
tion as perhaps the best equipped and most 
successful of its kind. No one can measure the 
value of the benefits that flow from the generos- 
ity of Mr. Rockefeller in giving his wealth and 
personal interest to undertakings which must 
in countless instances prove a blessing to mil- 
lions of people but vaguely aware of the source 
from which their benefits are derived. The 
total expenditures of the foundation, during 
1923, amounted to $8,431,000, of which less 
than $200,c00 was spent for expenses of ad- 
ministration. Nearly five million dollars was 
spent in connection with medical education, in- 
cluding such widely different institutions as 
the London Medical School, the Health Centre 
of Chicago, the Pasteur Institute and the 
China Medical Board. While the foregoing 
may seem over-ambitious the board adheres 
to the highest aims and ideals of modern scien- 
tific achievements. The results of its efforts 
cannot but prove of immense value to life in- 
surance progress, which benefits most by a low 
death rate and resulting moturary gains. 
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Inheritance Tax Data 


Below will be found matter having a bear. 
ing upon inheritance taxes, derived from Prep. 
tice-Hall Inheritance Tax and Transfer Ser. 
vice, which will be of interest to life insurance 
men: 

MIssSISSIPPI 

In Mississippi, gifts to State or any political 
subdivisions, either for public purposes of gifts 
for charitable, religious, scientific or educational 
purposes, are entirely exempt from inheritance 
taxation, and are treated as deductions from the 
gross estate. Therein the exemption of $10,000 
on an estate and the estate tax is assessed 
against the entire estate, and not against each 
individual beneficiary. The tax rates are as 
follows on sums over the amount of the exemp- 
tion: On the first $25,000, 1 per cent; $25,000 
to $50,000, 2 per cent; $50,000 to $75,000; 3 
per cent; $75,000 to $100,000, 4 per cent; $100,- 
000 to $200,000, 5 per cent; $200,000 to $400,- 
000, 6 per cent ; $400,000 to $600,000, 7 per cent; 
$600,000 to $800,000, 8 per cent ; $800,000 to $1,- 
000,000, 9 per cent; over $1,000,000, 10 per cent, 


WISCONSIN 

In Wisconsin, war risk insurance is held by 
the inheritance tax attorney not to be subject 
to Wisconsin inheritance tax, because of the 
language of the Federal statute which provides 
that such insurance money was to be “free of 
taxation.” 

GEORGIA 

In Georgia beneficiaries are divided into four 
classes, as follows: 1. Wife, husband, child, 
adopted child, son-in-law, daughter-in-law and 
lineal descendant or lineal ancestor. 2. Brother. 
sister, stepchild, half brother or half sister. 3. 
Uncle, aunt, nephew or niece. 4. All others. 
The tax rates are as follows: As to class 1, 
on excess above $50c0; as to widow, widower, 
child, adopted child, son-in-law, and daughter- 
in-law, and above $2000 as to all other members 
of the class, 1 per cent on the first $25,000, 1%4 
per cent on the next $25,000, 2 per cent on the 
next $50,000, 214 per cent on the next $400,000, 
3 per cent on the balance. As to class 2, 3 per 
cent on the first $25,000, 4%4 per cent on the 
next $25,000, 6 per cent on the next $50,000, 7% 
per cent on the next $400,000, 9 per cent on the 
balance. As to class 3, 5 per cent on the first 
$25,000, 714 per cent on the next $25,000, 10 
per cent on the next $50,000, 1214 per cent on 
the next $400,000, 15 per cent on the balance. 
As to class 4, 7 per cent on the first $25,000, 
10% per cent on the next $25,000, 14 per cent 
on the next $50,000, 1714 per cent on the next 
$400,000, 21 per cent on the balance. 


TAXABILITY OF INSURANCE 

The general rule is that insurance payable 
to the estate or to the executor as such is sub- 
ject to tax. 

When payable to a named beneficiary no tax 
is due thereon. 

From this last rule the Federal government, 
some of the Canadian provinces and five States 
depart. The exceptions are as follows: 

Federal government. $40,000 of insurance 
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NEW POLICY 








Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 
of New York 











to a named beneficiary, or beneficiaries, is 
exempt. 

Arkansas. Insurance payable to a named 
beneficiary or beneficiaries, except when pay- 
able to a widow or a direct descendant, or 
ascendant, is subject to tax. 

Montana. All insurance payable to a named 
beneficiary, or beneficiaries, in excess of $50,- 
ooo is subject to tax. 

Mississippi. Insurance payable to a named 
beneficiary, or beneficiaries, in excess of $20,- 
000 is subject to tax. 

Tennessee. Insurance payable to one or more 
named beneficiaries who are collaterals or 
strangers, is subject to tax. 

Wisconsin. Imposes a tax upon all insur- 
ance, without qualification. 

In all other cases insurance payable to a 
named beneficiary is exempt from inheritance 
and estate taxes. 


Unitep STATES 

A comparison of the rates of tax under the 
act of 1924, with those under the acts of 1918- 
1921, is given below, the first percentage being 
that of 1924, and the second that of the pre- 
vious period mentioned. 

Net estate not exceeding $50,000, 1 per cent, 
I per cent; $50,000 to $100,000, 2 per cent, 2 
per cent; $100,000 to $150,000, 3 per cent, 2 
per cent ; $150,0Co to $250,000, 4 per cent, 3 per 
cent; $250,000 to $450,000, 6 per cent, 4 per 
cent; $450,000 to $750,000, 9 per cent, 6 per 
cent; $750,000 to $1,000,000, 12 per cent, 8 per 
cent; $1,000,000 to $1,500,000, 15 per cent, 10 
per cent; $1,500,000 to $2,000,000, 18 per cent, 
I2 per cent; $2,000,000 to $3,000,000, 21 per 
cent, 14 per cent; $3,000,000 to $4,000,000, 24 
per cent, $16 per cent; $4,000,000 to $5,000,000, 
27 per cent, 18 per cent; $5,000,000 to $8,coo,- 
000, 30 per cent, 20 per cent; $8,000,000 to $10,- 
000,000, 35 per cent, 23 per cent; above $10,- 
000,000, 40 per cent, 25 per cent. 


VIRGINIA 

The classes of beneficiaries and rates of tax 
in Virginia are as follows: Class A, husband, 
wife, lineal ancestor or lineal descendant 
(exemption $10,000), over amount of exemption 
to $50,000, 1 per cent; $50,000 to $100,000, 2 
per cent ; $100,000 to $500,000, 3 per cent ; $500,- 
000 to $1,000,000, 4 per cent; in excess of $1,- 
000,000, 5 per cent. Class B, brother, sister, 
nephew, or niece (exemption $4000), over 
amount of exemption to $25,000, 2 per cent; 
$25,000 to $50,000, 4 per cent; $50,000 to $100,- 
000, 6 per cent; $100,000 to $500,000, 8 per 
cent; in excess of $500,000, 10 per cent. Class 
C, all others except Class D (exemption $1000), 
over amount of exemption to $25,000, 5 per 
cent; $25,000 to $50,000; 7 per cent; $50,000 
to $100,000, 9 per cent; $100,000 to $500,000, 12 
per cent; in excess of $500,000 15 per cent. 
Class D entirely exempt, includes gifts for 
State, municipal, charitable, educational or re- 
ligious purposes in the State, or for the benefit 
of institutions in the State, exempt from taxa- 
tion. The foregoing information should prove 
valuable to the life insurance agent in his work. 
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Charlie Ferrell’s Dead Book 


[To the Editor of THe Spectator] 

Will you please send us — copies of the new 
book entitled “Charlie Ferrell’s Dead Book”? 
I am very sure that this book is without ques- 
tion one of the most practical pieces of litera- 
ture which THe Specrator has put out in re- 
cent years, and that is saying a good deal, for 
THE Spectator has put out a good many fine 
and very sensible helps to life insurance under- 
writers.—Homer Gvck, Assistant to the Presi- 
dent, Detroit Life Insurance Company. 





The Providers 
Life Assurance 
Company 


Home Office: 1530 N. Robey St., 


Chicago, Illinois 


Desires to secure the services 
of a capable agency organizer 


—a live wire— 
Salary and commission basis. 


Honesty most essential. 











MONMOUTH.ILL 
waer 
way 


One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,000,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 
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Holders of Large Life Insurance Policies 
in Texas 


Below are presented the names of holders of 
life insurance policies for $50,000 or more, 
and the cities in Texas in which they are 
located. These names are, in part, supplemental 
to those listed in the latest edition of Promi- 
nent Patrons of Life Insurance, published by 
The Spectator Company, and in some cases are 
those already listed in the book named, but with 
amounts corrected to a recent date. The South- 
land Life of Dallas is entitled to credit for 
gathering a considerable portion of this late 
information : 


Amarillo—J. O. Whittington, $72,000; C. M. 
McCullough, $50,000. 

Austin—A. J. Eilers, $89,000; E. M. House, 
$58,000. 

Beaumont—Alexander Fergelson, $85,000; 
Thomas J. Baten, $54,000; William C. Keith, 
$55,000; H. W. Gilbert, $58,000; Jerry Stead- 
man, $60,000; Charles G. Hooks, $50,000; J. 
Dollinger, Jr., $50,000; William FE. Orgain, 
$61,200; M. Guiterman, $50,000. 

Breckenridge—T. T. Pendleton, $125,000; C. 
F. Roeser, $165,000; B. S. Walker, $150,000. 

Brownsville—A. W. Wood, $50,000; Mrs. 
Lena G. More, $50,000. 

Clarksville—J. A. Kunkel, $100,150. 

Dallas—J. Fred Smith, $75,000. 

Eagle Lake—George Herder, Sr., $80,000. 

El Paso—B. F. Darbyshire, $73,000; Kuno 
Doerr, $135,000; Lamar Davis, $79,500; John 
H. Henderson, $61,000; Warren Pilcher, $65,- 
000; J. M. Pollard, $50,000; William K. Marr, 
$90,000; James L. Marr, $90,000; C. N. Bassett, 
$50,000: Robert E. McKee, $140,coo; V. E. 
Ware, $75,000; Edgar W. Kayser, $95,000; T. 
M. Wingo, $50,000; Lee H. Orndorff, $92,000; 
‘Richard F. Burges, $55,000. 


Forney—O. J. Ledbetter, $80,000. 

Galveston—Charles Fowler, $97,000; Robert 
J. Cohen, Sr., $92,100. 

Houston—Joseph W. Evans, $50,000; E. R. 
Wicks, $75,000; L. Lechenger, $50,000; James 
H. Shively, $50,000; John A. Hulen, $70,000; 
Dr. B. W. Turner, $84,260: Jacob F. Wolters, 
$88,000; Alexis C. Ford, $91,500. 

Paris—J. J. Culbertson, $50,000; 
Hamman, $51,000. 

San Angelo—N. D. Blackstone, $72,000. 

San Antonio—J. H. Haile, $50,000; R. Bruce 
Brough, $60,000; E. J. Hunter, $78,000. 

Sanderson—Fred P. Halt, $50,000. 

Terrell—T. E. Corley, $80,000. 

Tenillo—W. T. Henderson, $92,000. 

Wacot-E. A. Sturgis. $56,000; F. H. Rags- 
dale, $58,500; Walter G. Lacy, $75,000. 


John B. 


“Life Insurance Underwriting” 

Under the title of Life Insurance Underwrit- 
ing, Harper & Bros. recently issued a set of 
booklets, which standard 
course for life insurance United 
Y. M. C. A. schools. 

The titles and authors of these booklets are 
as follows: 

Life Insurance, a Profession, by John New- 
ton .Russell, manager, Home Office Agency, 
Pacific Mutual Life Insurance Company, Los 
Angeles, Cal. 

The Dollar Value of Time, by Winslow Rus- 
sell, vice-president and manager, 
Phoenix Mutual Life Company, 
Hartford, Conn. 

Industrial Insurance, by Willard I. Hamil- 
ton, vice-president and secretary, the Pruden- 
tial Insurance Company of America, Newark, 
Nov: 


nine constitute the 


study in 


agency 
Insurance 








When to Stop Talking, by J. B. Duryea, gen. 
eral agent, Penn Mutual Life Insurance Com. 
pany cf Philadelphia, at San Francisco, Cal, 

The Relation of Life Insurance to Public 
Health, by Lee K. Frankel, Ph.D., second vice. 
president, Metropolitan Life Insurance Com. 
pany of New York. 

Income Insurance, by Oliver Thurman, super. 
intendent of agencies, Mutual Benefit Life Ip. 
surance Company, Newark, N. J. 

Life Insurance for Business Needs, by J, 
Stanley Edwards, manager, A*tna Life Insur- 
ance Company of Hartford, at Denver, Colo, 

The Old Age Endowment Policy, by M, 
Albert Linton, vice-president, Provident Mutual 
Life Insurance Company, Philadelphia, Pa, 

Social Background of Life Insurance, by 
Edward A. Woods, Pittsburgh, Pa., trustee of 
the National Association of Life Underwriters, 

These booklets, written by experts, are well 
calculated to give students of life insurance a 
clear insight into the business from the various 
angles indicated by the titles. They sell at $1 
per ‘set. 

Equitable Life Has a Big Day 

On the first day of the Equitable Life’s occu- 
pancy of its new building at 393 Seventh 
avenue, New York, a total of 1793 cases for 
$7,365,540 of received and 
promptly handled. The cashier’s department 
handled over 1600 checks on the first day in 


insurance were 


the new building. During the first nine months 
of this year the Equitable paid $79,510,488 to 
policyholders, including $27,764,157 of dividends, 
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Established 1899 





PRESIDENT 








AMERICAN 
CENTRAL 
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HERBERT M. WOOLLEN 








Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 
which includes: 
An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau— that develops genuine dol- 
lars-and-cents prospects. 


Selling Helps— Advertising material to pros- 
pect and policyholder alike, holds business 
and creates good will. 


Policyholders? Insurance Service—Embodying 
the ideals of true service to your client. 


Health Service of the Life Extension Institute 

to policyholders. 
Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address: 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


OF AMERICA 
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SPEAKERS ANNOUNCED 





Association of Life Presidents Has 
Excellent Program 


See 
TWO GOVERNORS INCLUDED 
Major General M. M. Patrick to Talk on 
“The World from Above” 

The speakers’ list for the eighteenth annual 
meeting of the Association of Life Insurance 
Presidents has been announced and includes a 
number of men of high station in public life 
as well as a number of prominent life insurance 
executives. The governors of Massachusetts 
and South Carolina are listed as well as a 
Canadian interests will 
George Graham, 
Canadian minister of railways and canals. 


prominent army officer. 


be represented by Perry 


Or SpecrtAL INTEREST 

It is expected that recent developments in 
aerial navigation will command special atten- 
tion from the convention, particularly with re- 
spect to commercial possibilities. Major General 
Patrick, Chief of the United States Army Air 
Service, who will present this subject, is direct- 
ing the listing of about 4ooc fields in the United 
States deemed suitable for the landing of air 
craft, partly from a military point of view 
and partly to aid in the development of com- 


General Patrick be- 
leves that no man can confidently predict the 
future of the air service of any country but 
that its development, ‘quite probably,” will 
surpass anything the mind of today visualizes. 
He believes that the benefits of air transporta- 
tion for mail, express, passenger, as well as 
even heavy freight, so far as rapidity is con- 
cerned, are more and more apparent and that 
every progressive nation must develop air trans- 
portation or fall far behind in the race for 
commercial success. 


mercial air craft flying. 


General Patrick was born in Lewisburg, 
W. Va., during the Civil War, in 1863. He 
is 61 years old. He is a West Pointer, having 
graduated from the military academy in 1886. 
Irom then on, to the Spanish War, and after- 
ward until the great war, he served in various 
engineering fields and commands, in the im- 
provement of rivers and harbors, of which the 
army has charge; as instructor of engineering 
at West Point; as commander of engineers at 
Washington barracks at the Capital; as a 
member of the government board which had 
charge of raising the wreck of the battleship 
He came 
out of the war with Spain as chief engineer 
of the Cuban Army of Occupation. In France, 
with Pershing, he was chief of the lines of 
communication and director of 


Maine, sunk in Havana Harbor. 


construction 
Later he was chief 


and forestry operations. 








Major GENERAL Mason M. PATRICK 





of the army air service of the American Ex- 
peditionary Force, then assistant chief of En- 
gineers of the army in Washington, and now 
he is chief of the United States Army Air 
Service, charged with the duty of expending 
the current appropriations for that work of 
$12,000,000 from July 1, 1924, to July 1, 1925, 
and charged, too, with responsibility in a high 
degree, for the safety of more than gooo sol- 
diers—1o001 officers and 8760 enlisted men, op- 
erating in round numbers about 700 air-planes. 

The list of speakers and their subjects fol- 


lows: 


Sounp Pusiic Opinion THE Nation’s GREAT 
RESERVE 

Walton L. Crocker, chairman; president, John 
Hancock Mutual Life Insurance Company, Beston, 
Mass. 

“Successful Business—The Proof of Clear Think- 
ing,’ Richard F. Grant, president, Chamber of Com- 
merce of the U. S. A., Washington, D. C. 

“Life Insurance in 1950,” Frank H. Davis, agency 
vice-president, The Equitable Life Assurance Society, 
New York. 

“Formation of Public Opinion,’ Hon. Channing H. 
Cox Governor of Massachusetts, Boston. 

“The World from Above” (with Governmental mov- 
ing pictures), Major General Mason M. Patrick, Chief 
of Air Service, War Department, Washington, D. C. 

“Life Insurance Funds the Life Blood of Economic 
Development,” Archibald A. Welch, president, Phoe- 
nix Mutual Life Insurance Company, Hartford, Conn. 

“The Strength of a State Measures the Ultimate 
Strength of the Nation,’ Hon. Thomas G. McLeod, 
Governor of South Carolina, Columbia. 

“Our Common Carriers and National Expansion,” 
Charles H. Markham, president, Illinois Central Rail- 
road Company, Chicago, II. 

“Life Insurance an Essential Feature of the Sta- 
bility of the State’s Citizenship,” Hon. John C. Lun- 
ning, president, National Convention of Insurance 
Commissioners; State Treasurer and Insurance Com- 
missioner of Florida, Tallahassee. 

“Why There Is No Visible Dividing Line Between 
Canada and the United States,” Hon. George Perry 
Graham, Canadian Minister of Railways and Canals, 
Ottawa, Ont. 

“The Social Value of Sub-standard Life Insurance,” 
Dr. Oscar H. Rogers, chief medical director, New 
York Life Insurance Company, New York. 

“Statutory Direction of Life Insurance Investments, 
With Special Reference to the Robertson Law of 
Texas.” Robert “Lynn Cox, second vice-president, 
Metropclitan Life Insurance Company, New York. 

“The Greatest Service of Life Insurance,” Ray- 
mond W. Stevens, president, Illinois Life Insurance 
Company., Chicago, IIl. 

“lIow Life Insurance Funds Help to Feed the 
Nation,” C. Petrus Peterson, general counsel, Bankers 
Life Insurance Company, Lincoln, Neb. 


—Edward A. Woods of Pittsburgh, Pa., widely 
known as general agent for the Equitable Life of 
New York, recently contributed an article to “trust 
companies” upon the subject of “Life Insurance as a 
Means of Providing the Executor of an Estate With 
Needed Cash.” 





College Graduate 


Age 34. Has family. Experienced in Life 
Insurance business and prefers to continue 
with good old line Company. Has executive 
ability. Has reason for changing present 
location. Can give excellent references as 
to integrity and ability. No capital. Now 
employed. All communications must be 
confidential. Will accept right position. 
Address “Position” care THE SPECTATOR. 
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Not a Commodity, But a Service 








web N ambitious broadcaster lately held forth in New York on the subject of church 
advertising. He seemed to consider religion as a commodity which the churches had 
to “sell”, and to think that success was a mere matter of salesmanship. 


Life insurance has latterly fallen into the same grotesque error. Companies 
and agents are more and more talking about the ‘‘sales organization’”’, ‘‘salesmanship’’, 
and “‘selling”’ life insurance. People sometimes get infatuated with a word, and “‘sales- 
manship” is just now a favorite word. 


The Gospel is not a commodity, and the church has nothing to sell. Life Insurance 
is not a commodity, and the agent has nothing to sell. 


The Gospel of the churches and the Gospel of life insurance teach right ways of 
living, teach duty, and dutv is a very broad word, meaning in both the church and in 
life insurance pretty much the whole duty of man. 


The church strives to render service. So does life insurance. Certainly the life 
insurance agent does not “‘sell’”’ a commodity. He persuades men to enter into con- 
tracts with their fellow-men, through a responsible corporation, in o rder to protect their 
families in case of their own premature death, and in addition to protect society, to 
teach good citizenship, and to save money for themselves if they live long. 


Persuading a man to pro vide for his family and his own old age, or to open a savings 
bank account, is not “‘selling’’ him anything. It is doing hima service. Ifhe accepts 
your service he at once becomes a better husband and father, a better citizen, and a 
happier man. 


A mutual life insurance company is truly a public service corporation. Its busi- 
ness is to preserve and conserve through that co-operation which lies at the very heart 
of a free society and an orderly government. Life Insurance struggles against the 
world’s general disposition to waste—to waste property, to waste life; it saves for the 
community quite as much as it does for the individual. 


When an‘agent for the New York Life attempts to “‘sell’’ you a policy, tell him 
he doesn’t know his own business, that he is missing the fine flavor of his own profession. 
We have nothing to “sell” you. We have a great service to render; and any agent of 
the Company will be very glad to talk with you about that service. 


NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
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Mutual Life Issues New Policy 

The Mutual Life of New York is now issuing 
a new policy contract designated as the Re- 
tirement Endowment and Income Policy. This 
contract embraces also total and permanent dis- 
ability benefits and matures at age sixty or 
sixty-five. The deferred annuity commences 
at the end of the endowment period. This pol- 
icy insures an old age income; waiver of pre- 
mium and disability income should total and 
permanent disability occur before the com- 
mencement of the deferred annuity, and endow- 
ment insurance in event of death before the 
annuity commences. Beginning at age sixty 
or sixty-five, or earlier if permanent and total 
disability occurs, the policy provides a monthly 
income which may be increased by allowing the 
annual dividends to accumulate. This policy 
is issued at ages from fifteen to forty-five and 


to both sexes. 
A novelty in connection with the retirement 


_endowment and income policy is that instead 


of fixing different rates at various ages per 
$1000 of endowment insurance, or per $10 of 
monthly income, the rate is fixed at $100 for all 
ages and for both sexes, that is $100 is the 
minimum annual premium, but larger amounts 
may be purchased in multiples of $25 of pre- 
mium, with proportionate increase in the 
amounts of endowment and income. This unit 
of $100 is used to purchase an income of $10, 
payable monthly, commencing one month after 
the maturity of the endowment; level disabil- 
ity benefits (waiver of premium and income of 
$10 monthly), and the balance of the $100 is 
applied to purchase endowment insurance 
maturing at age sixty or sixty-five at regular 
rates. 

The dividends, cash values, loans, extended 
and paid-up insurance are the same as for an 
ordinary endowment of the same amount matur- 
ing at the same age. In the event of lapse or 
surrender, pro rata paid-up is allowed for the 
deferred annuity. The advantages of this new 
policy will appeal to agents and is an evidence 
of the progressive ideas of the Mutual Life. 


International Insurance Guide 

Under the above title, the Post Magazine has 
issued a book of over 300 pages presenting 
statistics of insurance companies in sixty coun- 
tries or political divisions, the column headings, 
etc., being given in ten languages, namely, Eng- 
lish, German, French, Dutch, Spanish, Italian, 
Portuguese, Danish, Swedish and Norwegian. 
The tables give the name and location of each 
company and the year it was established, its 
paid-up capital, objects, fiscal year covered, net 
Premiums written and net losses incurred, un- 
derwriting expenses and net surplus over lia- 
bilities and capital, and in some instances other 
Items. The names of various classes of insur- 
ance are given in the respective languages; and 
the equivalents, in the different languages of 
the cities that are named in the book, are given. 
The size of this book is 9 x 11 inches and 
it is handsomely bound in purple cloth with gold 
lettering. This unique publication should be 
ordered from The Spectator Company at $9 
per copy. 





REMAINS HEAD OF FARMERS 
NATIONAL 
John M. Stahl Will Also Hold Office of 
General Manager 

Cuicaco, Int., October 25.—Believing that 
his ten years of hard work for the Farmers 
National Life entitled him to a period of less 
strenuous exertion, on July 1, 1923, President 
Stahl passed to others a considerable part of 
the burden he had been carrying. While he 
has spent the greater part of the time since in 
the office of the company in Chicago, both the 
directors of the company and he became con- 
vinced that he should again give to the Farm- 
ers National Life all the energy used in busi- 
ness—he regards his activity as the head of 
literary, artistic and economic organizations as 
recreation. Hence, at a special meeting of the 
directors, October 18, attended by all the direct- 
ors, by unanimous vote a contract for five years 
was made with him as general manager, it be- 
ing impossible to make such a contract with 
him as president. However, as there is a vot- 
ing trust of stockholders to elect only directors 
that will elect Mr. Stahl president of the com- 
pany, there is no question of his being re- 
elected each year to the position which he has 
held from the beginning of the company. As 
the full amount of his salary is to be paid him 
as general manager, he will not draw any 
salary as president, nor will his salary be any 
less should he not be re-elected president at 
any time. The directors not only wished to 
make sure of Mr. Stahl’s services for at least 
five years longer, but they believed ‘that the 
action they took is the best way to end the 
gossip that the company can be bought and 
the efforts of some to buy it. 





Commissioner Cannot Aid Policyholders of 
Defunct Reciprocal 

AustTIN, Tex., October 24—Authority of 
the State of Texas to deal with defunct or in- 
solvent reciprocal or inter-insurance exchanges 
or associations, permitted to do business in 
Texas under the reciprocal insurance law, is 
very limited, according to an opinion by the 
attorney-general’s department given to the 
Texas Industrial Accident Board. In fact, the 
opinion pointed out, in the case of an insolvent 
reciprocal doing business in Texas, the holder 
of the policy or the insured has to do his own 
suing in order to recover on a policy. 

The Industrial Accident Board desired to 
know what steps may be taken in the interest 
of holders of claims under workmen’s com- 
pensation policies, the question having arisen by 
the alleged insolvency of the Associated Em- 
ployers Reciprocal of Chicago, Ill., and has such 
claims outstanding in Texas. 

After quoting the law on the subject the 
opinion says: “It is plain that these concerns 
are not corporations and are not required to 
maintain a capital stock, nor have they any 
other existence as an entity than arises from 
the fact that they are treated as an association 
which may be sued by serving process upon 
the Commissioner of Insurance.” 


3! 


Bankers Life Company Actuary to Take 
Up Agency Work 

J. E. Flanigan, actuary of the Bankers Life 
Company of Des Moines, Iowa, has been ap- 
pointed agency manager of the company in New 
York city. Mr. Flanigan will assume his new 
duties about December 1, 1924. 

In resigning his position as actuary, he is 
terminaing his home office services with the 
Bankers Life Company of seven year’s dura- 
tion, having spent twelve years previously with 
the Connecticut General Life of Hartford, Ct. 
During the last six years, Mr. Flanigan has 
served on the home office agency committee of 
the company, in addition to performing his 
duties as actuary. Fully half of his time has 
been given to the creation of new policies and 
new ideas in selling in connection with the 
agency work. Mr. Flanigan is a fellow of the 
Actuarial Society of America, of the Ameri- 
can Institute of Actuaries, and of the Casualty 
Actuarial Society. 

E. McConney, who has been first assistant 
actuary since 1919, will succeed Mr. Flanigan 
as actuary of the company. D. N. Warters, 
who has been second assistant actuary, will 
become first assistant to Mr. McConney. Both 
Mr. McConney and Mr. Warters are fellows 
of the Actuarial Society of America. 


Public Life Receiver 
Cuicaco, ILt., October 28.—Homer Galpin, 
a Chicago attorney, has been appointed receiver 
for the Public Life Insurance Company of this 
city. This action is a step in the fight for the 
control of the company. 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 So. State St. Suite 314-324 


Chicago, Illinois 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE 


25 CHURCH STREET 
NEW YORK 





NEWARK,N. J. 
Globe Building 


CHICAGO 
Insurance Exchange Building 


BOSTON 
Winthrop Building 


SAN FRANCISCO 
Insurance Exchange Building 


BOOKKEEPING BY 
MACHINERY 








Many suggestions are being made by 
agents of manufacturers of Bookkeeping 
Machines with reference to their application 
to the work of insurance companies. 


We are constantly making a study of all 
kinds of machines and their adaptability to 
the work of insurance companies and general 
agencies. We can advise you from both 
sides of the question. 


By getting the benefit of our experience 
you may save considerable money. 


JOSEPH FROGGATT, 
President. 
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OMTHERN NG 


THE INTER-SOUTHERN LIFE INSURANCE C0. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 











It Gets Good Interviews! 


The new JUVENILE POLICY written by The 
Lincoln National Life Insurance Company on 
the lives of children ages I day up to 14 years. 


Full face value of policy reached on the anni- 
versary of the policy on which the insurance age 
of the child is 5 years. 


Waiver of further premiums in event of the 
death or disability of the father may be provided 
by the Payor Insurance feature. , ..., 


Results obtained by Lincoln National Life 
agents in selling this new JUVENILE POLICY 
prove it to be another good reason why it pays to 


The Lincoln National Life 


Insurance Co. 
“‘Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE,IND. 


Now More Than $325,000,000 in Force 
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CHICAGO 


NOW READY 





THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 


ne of the oldest and best known 


actuarial firms in the United States. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN ‘FULL NET 
PREMIUM™ RESERVES; LIFE:_IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 
NEW YORK 











The Ethics of Socrates 

Miles M. Dawson, LL.D., widely known in 
insurance circles as an actuary of high repute, 
takes pleasure in literary accomplishments also. 
Sometime ago he produced “The Ethics of 
Confucius,” and now follows that with “The 
Ethics of Socrates,’ published by G. P. Put- 
nam’s Sons. The new volume is a compila- 
tion from Socrates, as reported by his disciples, 
Plato and Xenophon, and commented upon by 
\ristotle, Cicero, Marcus Aurelius, [pictetus 
and others. 

Dr. Dawson has arranged the teachings of 
Socrates topically and embraces chapters 
entitled Virtue Is 
Science, the Basis of Ethics; 


Obetlience to Reason; 
The Soul; The 
Highest Good; Happiness, Man’s Goal; Imme- 
diate Rewards and Punishments; Immortality 
of the Soul; The Future Life; Character ; 
Iducation; Ethical Value of the Fine Arts; 
Duty to God; Duties Toward Mankind; Duties 
as a Citizen; Duties Within the Family; Rights 
and Duties of Women; Duties Toward Friends ; 
Duty to Self; Death. The ideas of Socrates, 
who was born about 470 B. C., upon the sub- 
jects enumerated, as presented by Dr. Daw- 
son, will be found interesting and elevating 


reading. 


Will Send Agents to National Convention 

LANSING, Micn., October 27.—The Grange 
Life, with home offices in this city, will send 
agents who come nearest quotas set for them 
between November 1, 1924, and September 1, 
1925, to the convention of the National Un- 
derwriters Association in Kansas City, Mo., 
next year, it was announced this week by 
Warren Byrum, agency manager. 

Officials of the local company voice belief 
that the substitution of rewards in the form 
of trips to big conventions are preferable to 
cash prizes in that they not only spur the 
salesmen to extra effort but they make better 
agents through bringing them into contact with 
the best men and the highest ideals of the 
profession at such gatherings. 

Canadian Director of the Travelers 

Harrrorp, Conn., October 27.—Hon. George 
G. Foster, K. C., of Montreal, Canada, has 
been elected a director of the Travelers Insur- 
ance Company. Ile has been for many years 
the legal agent and attorney for the Travelers 
in Canada. A graduate of McGill University, 
he has been a prominent lawyer in the Domin- 
ion for many years and in July, 1917, he was 
summoned to the Senate of Canada, a life posi- 
tion. He has served as batonnier of the bar 
of Montreal and batonnier general of the bar 
of the Province of Quebec. Tle has been 
prominent in many industrial activities. 

Connecticut Mutual Broadens Policies 

Hartrorp, Conn., October 27.—The Con- 
Mutual Life 
announces that it will now write up to $200,000 


nectcut Insurance Company 
on ages twenty-five to fifty on life and endow- 
ment policies, the limit previously having been 
$150,000. 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















Baltimore Life Men Meet 


BALTIMORE, Mp., October 25.—The Baltimore 
Life Underwriters resumed their monthly din- 
ners with about 300 present and with John W. 
Clegg, president of the National Association, as 
the guest of the occasion. Largely through 
the personal efforts of Bernard B. Gough, the 
president, 128 applications for membership 
were brought before the meeting, the largest 
number ever received at one time in the history 
of the organization. 


Pacific Mutual Plans Stock Increase 


Los ANGELES, Catir., October 27.—The 
Pacific Mutual Life Insurance Company, of this 
city, has filed with the corporation commis- 
sioner of the State application to increase its 
outstanding capital from one and a half mil- 
lion dollars to three million dollars. No plan 
for the sale of the stock has been announced 


as yet. 





The Prevention of Blindness 

The National Committee for the prevention 
of blindness, of which Hon. William H. Taft 
is honorary president, has issued the results of 
an investigation of “Eye Hazards in Industrial 
Occupations,” which is a handbook for safety 
engineers, owners and managers of industrial 
plants and others who are or should be inter- 
ested in conserving the life, health and sight 
of millions who are employed in industry. This 
volume has been prepared by Louis ,Resnick and 
Lewis H. Carris, and contains nearly 250 pages 
devoted to the nature and causes of eye in- 
juries, and methods of preventing eye accidents 
and of treating them when they have occurred ; 
and it also deals with such subjects as diseases 
affecting the eye, industrial lighting, education 
as to safety, industrial poisons presenting haz- 
ards to the eyes, etc. While the publications of 
the committee are usually distributed without 
charge, the heavy cost of producing this thor- 
oughly illustrated work necessitates fixing the 
price of $1.50 for the book in paper and $2.50 
in fabrikoid. 
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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St, Louis, Mo. 











The Columbian National 
Life Insurance Company 


Boston, Massachusetts 
Arthur E. Childs, President 


Columbian Nationa! Agents are in a position to offer 
the best forms of 


LIFE, ACCIDENT, AND HEALTH INSURANCE 


Policies backed by one of the strongest companies 
in the country, having ample capital, surplus and 
highest standard of reserves. 




















Progressive agents will find it a decided advantage 
to have the agency of this company that does render 
a SUPERIOR SERVICE. 


We have valuable agency territory available in the 
following States: 


Arkansas Maryland Ohio 


Colorado Massachusetts Pennsylvania 
Connecticut Michigan South Carolina 
District of Columbia Minnesota Tennessee 
Illinois Mississippi Texas 

Indiana Missouri Virginia 

Iowa Nebraska West Virginia 
Kansas New Jersey Wisconsin 
Kentucky New York Wyoming 


North Carolina 


Correspondence solicited. 


Detroit Fidelity and Surety Company 


Home Office, Detroit, Michigan. 
Homer H. McKee, President. 














Thursday 





50.97 % 


Of the new business issued by The North- 
western Mutual Life Insurance Company 
in the year 1923 was upon applications of 


members previously insured in the Company. 


Once a Policyholder--- 
Always a Prospect 





THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 


W. D. VAN DYKE, President 




















1924 Edition 


NEW YORK STATE FIELD ANNUAL 


and 


INSURANCE DIRECTORY 


Containing a complete directory conveniently ar- 
ranged by cities giving name—address—companies 
represented, etc., of every agent in New York State 
exclusive of New York City and Suburban territory 
which is included in a separate volume. 


In addition there is a list of companies—field 
men, general agents and managers—digest of insur- 
ance laws—statistical tables and many other fea- 
tures making it a complete and comprehensive ref- 
erence book on Insurance in the Empire State. 


Every company executive, field man, general 
agent and local agent should have a copy. 


Price $5.00 Postpaid 


THE INSURANCE FIELD COMPANY 


Incorporated 


P. O. Box 617 Louisville, Ky. 
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LIFE INSURANCE 


Party having burden of proof may re- 
quire the jury to answer special interroga- 
tory. Knowledge of soliciting agent that 
answers were false, does not preclude a 
defense on such ground. Meaning of clause 
defined, which requires delivery to applicant 
while in good health. 

The jury returned the answer, “We don't 
know” to questions whether at the time of 
application, the insured had any disease of the 
kidneys, nephritis, chronic Bright’s disease, 
enlargement of the heart or arteriosclerosis, 
and whether he had consulted a physician with- 
in five years before that time. To the question 
of whether he had Bright’s disease or was in 
bad health, they answered, “We don’t think 
so.” To questions whether enlargement of the 
heart or arteriosclerosis contributed to his 
death, they answered, “It may have.” 

Upon return of the verdict, the defendant 
asked that the jury be required to make specific 
answers—yes or no, and now complains be- 
cause of refusal of this request. Plaintiff 
claimed that any defect in the special findings 
ought not to result in setting aside the judg- 
ment—since answers favorable to defendant 
would not necessarily be inconsistent with the 
general verdict. For the policy provided that 
“statements made by the insured shall, in the 
absence of fraud, be deemed representations 
and not warranties.” And the action could not 
therefore be defended by false representations 
unless they were known to the insured. How- 
ever, the fact of the insured having certain 
diseases was one of the facts required to be 
proved by defendant. It was entitled to have 
its questions directly and definitely answered 
by the jury in order that the theory upon 
which the general verdict was based should be 
explicitly known. 

A number of physicians called as witnesses 
were asked to give their opinions as to the 
physical condition of the insured prior to his 
application for policy. Whenever this opinion 
was based in part upon the insured’s own state- 
ment of his previous condition of health, ob- 
jection to its admissibility was sustained. It 
was claimed that this testimony, if admitted, 
would enable the plaintiff to make use of his 
own self-serving declarations through the state- 
ments and opinions of his attending physicians. 

Held, that although these declarations by the 
insured concerning his state of health are not 
admissible against the beneficiary to show the 
falsity of statements made in the application— 
they are admissible to show whether the in- 
sured had knowledge of such falsity. There is 
no objection to the physicians giving their opin- 
ions even though influenced by the insured’s his- 
tory of his own case. 

There was some evidence, also, that the 
agent taking the application knew that the in- 


sured was seriously ill but desired to have a 
policy issued to him because of his social promi- 
nence. Held, that the company may not in this 
manner be made the victim of collusion between 
its representative and the applicant—particu- 
larly where the agent has no power to deter- 
mine whether a policy shall be issued on the 
application. 

The policy contained the usual clause that it 
should not take effect “unless the applicant is 
in good health at the time of its delivery.” 
This does not mean that the insurance is void 
if the insured suffered from a disease, of which 
he was not aware at the time of his applica- 
tion and which continued to exist at time of re- 
ceiving the policy. The purpose and effect of 
this clause is to protect the company against 
a new element of risk through a change in 
the condition of the applicant occurring after 
the company’s investigation has been made. 

Judgment is reversed and a new trial ordered. 

Priest vs. Kansas City Life Insurance Co. 
(Supreme Ct. of Kansas), 227 Pac. Rep. 538. 





FIRE INSURANCE 


Insurer must notify insured of election 
to cancel policy for breach of occupancy 
clause in unequivocal terms prior to fire. 

Two companies each issued a policy for the 
sum of $400 on a store building owned by the 
plaintiff. Both policies contained an occupancy 
clause which provided that if the building was 
vacant for more than ten days prior to a fire 
loss, it would render the policy null and void. 
The building, valued at about $2200, was totally 
destroyed by fire during life of policies. 

The evidence established that at time of 
issuance of policies, all merchandise stock had 
been removed from the store and that it con- 
tained only the general store fixtures. There 
was furthr evidence that the insured had notified 
th companies of the condition of the premises. 

Held, that the occupancy clause was a con- 
dition subsequent and its breach did not render 
the policy null and void. Knowledge of the 
breach by the company merely gave it a right 
to cancel the policy if it elected to do so— 
but if the company decided to exercise its op- 
tion, it must give the insured notice in clear 
and unequivocal words prior to the loss in order 
to make the forfeiture effective. The com- 
pany will not be allowed to lull the insured 
into a sense of security by apparent 
acquiescence, 

Judgment for plaintiff affirmed. 

Security Ins. Company vs. Cook (Supreme 
Ct. of Oklahoma), 227 Pac. Rep. 402. 





“Fact material to the risk” defined. When 
application for policy disclosed certain in- 
formation from which truth or falsity of 
other representation could be determined 
materiality of same is for jury to decide. 
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TNSUTAI CC Deelsion& 


By Joseph @. Beller of the New York Bar GF 





The only defense of substantial merit to an 
action on an insurance policy was that Carmack 
represented the automobile to be a 1917 model 
when in fact it was 1916. The serial number 
and motor number, however, were correctly 
given and from this fact plaintiff contended 
that the defendant from reference books in its 
possession could easily have ascertained the 
year of manufacture. 

Held, that a fact material to the risk within 
the meaning of the word “material” as used 
in the statute, is one which if communicated 
to the insurer would cause refusal to insure, 
of if accepted, the rate would be higher. 

Here from the information supplied, defend- 
ant could have easily ascertained the true year 
of manufacture. The effort would have been no 
more difficult than learning how to spell a new 
English word, by consulting a dictionary. When 
correct information is given from which the 
insurer can easily ascertain the truth or falsity 
of certain alleged facts, by following up leads 
given by the true information then in all such 
cases the materiality of such allegations would 
be one of fact and not of law. 

Judgment for plaintiff affirmed. 

Berry vs. Equitable Fire and Marine Ins. Co., 
(Springfield Ct. of App., Missouri), 263 S. W. 


Rep. 884. 


MARINE INSURANCE 

An exception or exemption in a marine in- 
surance policy must be expressed in clear 
and unmistakable language. Mere soiling of 
commodity shipped with sea water is not a 
deterioration. The word “damage” is not 
synonymous with “deterioration.” 

This action was brought upon a policy of 
marine insurance covering 3000 cases of cleaned 
dried currants for the voyage from Patras, 
Greece, to St. Louis, Mo. 

Articles 1 and 10 of the policy read as fol- 
lows: 

“Article 1. Are at the risk of the assurer 
all damages and losses which occur to the 
things insured, through tempest, shipwreck, 
stranding, collision, forced bearings away, 
forced changes in the route, voyage, and 
steamer, jettison, fire explosion, and generally 
all accidents and perils of the seas.” 

“Art. 10. With respect to the goods desig- 
nated in the following table, the assurer does 
not guarantee against material deterioration 
nor leakage, even exceeding three-quarters, ex- 
cept: 

“(a) When the said damage occurs through 
fire; 

“(b) When the steamer has been sunken or 
wrecked ; 

“(c) When, following a leak, a stranding, 
or a collision, the steamer has been obliged 
to put into a port of call, and there discharge 
at least three-quarters of her cargo. 
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Help Wanted 


Actuarial 





Actuarial 











ASSISTANT ACTUARY WANTED 


Capable of supervising actuarial work and preparing reports 
and who has passed at least two parts of the Associateship 
—— of the Actuarial Society within the past five 


"WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 
75 Fulton Street New York City 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 























Public Accountant 








HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 











F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 























Prominent Agents and Brokers 


JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 

















ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 











LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 


mobile-Hartford National Hartford Casualty Co. 
American — U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant c. America 
Insurance Co, mobile Insurani 
State Pa. BROKERS’ LINES: SOLICITED 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 














SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














Actuarial 





FREDERIC S. WITHINGTON 


PF. A.1. A. 


CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 











Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














Conservation Specialists 





The Otis Hann Company, Inc. 
‘“*‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, IIl. 


References Covering Past 23 Years 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special yarnae*- 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


I. M. RUBINOW, Ph. D. 
CONSULTING ACTUARY 
and STATISTICIAN 


1600 Bankers’ Trust Bldg. 
Philadelphia 


Workmen's Compensation 
Liability and Casualty Lines 
Industrial Funds, etc. 














Consulting Engineers 











Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 
Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 


— 
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Miscellaneous Insurance 








Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 














“Table of goods insured free of material 
deterioration under conditions of article 10.” 

The following clause also appeared in the 
policy in typewritten form: “The present in- 
surance is made and consented to subject to 
conditions: Free of particular average.” (Art. 
10 of the general conditions.) 

It appeared that the steamship encountered 
a tempest while en route with this shipment of 
currants. Upon arrival it was found that 1000 
cases of currants were demp and slightly sour 
and chemical analysis showed the presence of 
salt, indicating contact with the salt water. 
After inspection, the currants were recleaned 
and reconditioned at a cost of $3210.24, which 
was the damage sued for in this action. 

The defendant conceded that if the dam- 
age was due to a risk covered by the policy, 
then the expense of reconditioning them is a 
loss recoverable under the policy. 

The effect of the typewritten clause, “free 
of particular average’ (article 10) is to make 
this shipment of dried currants subject to the 
provisions ot article 10, although dried currants 
were not named in the list of commodities set 
out in that article. 

Defendant claims that material deterioration 
as used in article 10 is to be taken in the 
broad sense of damage or loss. Held, how- 





The Spectator’s Contributions to 
Insurance Pregress 


In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 
tributes as much to the progress of insurance 
as some of the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns.—The Journal of Com- 
merce. 


The circulation of the publications of 
The Spectator Company, including THE 
SPECTATOR, amounted for the past year to 
about 2,150,000 copies, averaging over 
41,000 weekly. These standard publica- 
tions, covering life, fire, casualty and 
miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
States Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











ever, that deterioration must be taken in a 
meaning much narrower in its scope. Deteriora- 
tion is ordinarily understood as a constitutional 
hurt or impairment, involving a degeneration 
of the substance of the thing as decay or 
disintegration. But the mere soiling of the 
commodity with sea water cannot be said to 
be such a deterioration within the ordinary 
meaning of that word. 

The defendant fixed its general liability un- 
der Article I in the broad language of “dam- 
ages and losses.” If it desired to make its 





exemption as broad, it should have used ap- 


propriate language. The effect of Article X 
was only to exempt the defendant from liabil- 
ity for partial damage to the currants insured, 
arising from material deterioration, but not 
from damage due to soiling of the currants by 
sea water. 

Judgment for the plaintiff is affirmed. 

Rosen-Reichardt Brokerage Co. vs. Lon- 
don Assurance Corporation (St. Louis Ct. of 
Appeals), 264 S. W. R. 433. 





PERSONAL ITEMS 











Raymond W. Stevens, who has been invited 
to address the Association of Life Insurance 
Presidents at its annual convention in Decem- 
ber, has been identified with the Illinois Life 
Insurance Company, of which he is now presi- 
dent, for many years. He started with the 
Illinois Life in 1896, as an agent, and became 
its vice-president and manager of agencies four 
years later. When his father, J. W. Stevens, 
retired from the presidency of the Illinois Life 
to become the chairman of its board of direct- 
ors, in the current year, Raymond W. Stevens 
was elevated to the presidency, as a fitting 
recognition of his excellent and successful 
work in the building up of the company. 

Harry A. Smith of Hartford, Conn., presi- 
dent of the National Fire Insurance Company, 
was last week selected by the Eastern Divi- 
sion of the United States Chamber of Com- 
merce as its nominee for insurance member of 
the board of directors of the organization. His 
name will be proposed at the annual meeting 
next spring, which will be held in Washington. 

F. W. Felkel, general agent for the Conti- 
nental Life Insurance Company of St. Louis, 
Mo., at Anderson, S. C., who is taking a shot 
at the world’s record for applications in honor 
of Melson Honor Month on the 23d of October 
had a record of 161 applications for the month 
and will still be going strong. His written 
business on that date totaled $270,000. 

R. S. Hull of the Travelers Insurance Com- 
pany has been asked by the educational com- 
mittee of the Casualty Actuarial Society to 
write a book on “Casualty Insurance Account- 
ing.’ This will be one of a series of books 
fostered by the society in its effort to provide 
suitable textbooks on the basic insurance 
sciences which it is claimed are now lacking. 
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stock dividend. A Cap. inc. from $3,000 in Dec., 1922, at $100. C Cap. inc. from 
$500,000 Dec., 1923, at $125. E1% % extra February and August; 1% extra May and 
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from $1,400,000 and Colonial Assurance merged Dec., 1922. T Cap. inc. from $1,000,- 
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Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| Winthrop M. Crane, Jr., President | 





This Company has always pursued those policies 
in the conduct of its business that have given it 
a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to 
its policyholders. 


Has always extended reasonable assistance and en- 
couragement to its representatives to develop 
and hold their business. 


Its policy contracts give to each individual insurer 
full protection, safeguarding, at the same time, 
the interest of all its policyholders. 


FREDERIC H. RHODES 


JOHN BARKER 
Vice-President 


Vice-President 


GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia and Michigan. 


Address ERNEST C. MILAIR, Vice President and Sec’y 











HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the year 1923 $7,686,855 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc...... Sine aecetraee ° 5,871,544 
Increase in Assets 2,401,507 
Actual Mortality 56% of the amount expected. 
BRURPUE TICE 160 ECO oo so) 5:0: 0:0 5) 5 6.0:0)4'0.0 6 alavaloreincaiece aveleca 6-aap .-. 247,373,210 
Admitted Assets ceccccece. 48,655,222 


For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 























HARPER’S LIFE INSURANCE LIBRARY 


Life Underwriting as a Career—By Edward A. Woods, President Edward 
A. Woods Co., General Agents, Equitable Life Assur.  eeeidiad Ex-Presi- 
dent National "Association of Life Underwriters. $2.3 

Analyzing Life Situations for Insurance Needs—By Griffin M. Love- 
lace, Director, Life Insurance Training Course, New York University. 
Price, $2.40 Delivered. 

The Psychology of Selling Life Insurance—By Dr. E. K. Strong, Jr., 
School of Life Insurance Salesmanship, Carnegie Institute of Technology. 
Price, $4.25 Delivered. 

Selling Life Insurance—By Dr. John A. Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 
Insurance Salesmanship. Price, $3.75 Delivered. 


Meeting Objections—By Dr. John A. Stevenson. Price, $1.60 Delivered, 





The House of Protection—By Griffin M. Lovelace. Price, $1.60 De- 
livered. 


Life Insurance Underwriting—A standard course embracing nine book- 
lets, comprising reading assignments for United Y. M. C. A. Schools. 


Price, $1.00. 
IN PREPARATION 


Principles of Life Insurance—By Griffin M. Lovelace. 


Inheritance Tax—By Franklin W. Ganse. 





SENO FOR NEW HARPER BOOK 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

‘Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’’—Jnsurance. 

PRICE $3.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
la A POLICIES contain valuable SPECIAL DISABILITY and 
AND PERMANENT DISABILITY CLAUSES and DOUBLE 

INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 











ACTUARIAL STUDIES 


Study No.1. ‘*‘SOURCES AND ae lala <i OF THE PRIN- 
L lus cost of deliver 
° U Y TABLES FRO 
HE RECORD OF INSURED LIVES.’’ Price $2.00 plus cost of 


jw 
aes | No. IV. ‘*GRADUATION OF MORTALITY AND OTHER 


ABLES.” Price $2.00 plus cost of delivery. 
Study No. V. CHAPTER ON “DISABILITY BENEFITS.” Price, 

$2.00 plus delivery charge. 

These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 

Good progress has also been made on the chapters “Construction of 
Mortality Tables (No. II.) and ‘Population Statistics’ (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 




















WANTED 


Managers for These Important Districts 
KANSAS, EASTERN MISSOURI 


Guaranteed low cost policies. As good as we can make them 


Any one of the above is an absolutely first class opportunity. 
Tf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 




















